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This window display with an airmail theme 
won first prize for H. S. Crocker Co., Sac- 
ramento, Calif., in stationers’ category 
of National Letter Writing Week contest. 


ODOC 


DAVIDSON 





Now...{wice a week on 
139 CBS-TV stations 
CAPTAIN KANGAROO 
sells... 
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BINNEY & SMITH 
NON-TOXIC 


No.161 
MADEINUS A 


America’s BASIC Toy 


CRAYOLA...the world’s best advertised crayons 


a 
THE CRAYOLA MAKERS BINNEY & SMITH) 380 Madison Ave., New York 17, N.Y. 
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Globe-Wernicke’s Verti-Swing hanging folders are 
easier to sell, for faster profit! They're attractively 
packaged for instant customer recognition. Verti-Swing 
hanging folders are completely adaptable to every fil- 
ing system, including Alphabetic, Numeric, Subject, 
Geographic, and Follow-up. Adjustable Verti-Swing 
frames fit any file drawer measurement exactly. Get 
that extra sale! Swing to Verti-Swing hanging folders, 
systems, and frames. Mail the attached coupon today 
for full information. 


THE GLOBE-WERNICKE Co. 


CINCINNATI 12, OHIO 


Remember ... success depends on the strength of your line 
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“SWING FEATURES 


[rer EXCLUSIVE == EXCLUSIVE 


——— =" tab feature rod ends 


Tabs are inserted directly into folder cre plastic coated, eliminating all 
slots—independent of rods. sharp edges. 


EXCLUSIVE 


rounded rods 


=, EXCLUSIVE 
—— bonding 


slide easier on frames. Rods can’t process cements rods to folder on 
bind or squeal on side supports. three sides—won’t tear loose. 
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The Globe-Wernicke Co., Dept. DM-2, Cincinnati, Ohio 
Please send me, free, the new G/W Verti-Swing brochure 
plus full sales information. 


COMPONY. ..-. eee cece cence 
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EATON 
Motivates 


44,000,000 


Readers* 
of McCall’s, 
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Seventeen 
To Buy More EATON’S Fine Letter Papers 


Eaton’s New, Current National Advertising Campaign 
Creates Desires and BUYING ACTION 
in Women of All Ages. 


Eaton’s new page-plus-column national adver- Your Eaton representative will help you plan 
tising series dramatizes the emotion and pleasure your tie-in promotions by ordering Displays, 
of getting letters . . . then unites the pleasure of Newspaper Ad Mats, Advertising Copy Sugges- 
getting letters with the pleasure of writing letters tions and Radio Script. 

on the highly-individual stylings that readers can Don’t miss a single day of selling benefits . 
buy in your store . . . stylings such as are illus- tie-in with Eaton’s Spring National Advertising 
trated in each advertisement. Campaign NOW! 


Eaton’s Open Stock Papers featured in February issues of McCall’s, Seventeen and 
The New Yorker (February 20) 


Eaton’s Gift and Fashion Papers featured in the April issue of McCall’s and The 
New Yorker (April 30) 


Eaton’s Youthful Fashion Papers featured in the May issue of Seventeen 





EATON 


EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS * Showrooms: NEW YORK, 475 Fifth Avenue * CHICAGO, 6 North Michigan Avenue 





Fine Letter Papers | 
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READER 





There is a change in our mast- 
head this month that will interest 
many dealers along the Eastern 
seaboard. Missing for the first 
time in more than four years is 
the name of Ben Marsh, associate 
editor. Working out of our New 
York office, Ben has met and in- 
terviewed scores of dealers from 
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| a Maine to Florida, with the results 
| ee appearing in our feature pages 









month after month. 

Bachelor Ben has left with plans 
to winter in Spain and Italy and 
spend the summer in Sweden, do- 
ing what free lance writing he re- 
serves strength for, and also pur- 
suing a new career as self-styled 
“Prominent Non-Beat Humorous 
and Unpublished American Poet.” 
The “unpublished” part became a 
misnomer recently with the first 
appearance of his poems in sev- 
eral of the “little magazines.” His 
broad knowledge of the paper and 
stationery field will be missed. 

Another associate editor, Joe 
Fell, is moving from our Chicago 
office to replace Ben in the East. 

Into each life some rain must 
fall, and for editors it can take 
the form of a typographical error. 
We were embarrassed in a recent 
issue when we tried to give credit 
where credit was due for the lay- 
out and fixtures of the model 
store at the 1959 NSOEA exhibit. 
The credit, of course, belongs to 
The Bulman Corp. of Grand Rap- 
ids, Mich., but we couldn’t seem 
to spell it right at the time. 

With slight revisions, the prize- 
winning window display on our 
cover could be turned into a Valen- 
tine display. Then it’s Pencil Week 
time. 
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new economy adding machine 










Economy priced to speed sales. Continuous-duty design assures Exp 
minimum servicing to preserve profits. 4-way guarantee builds cus- Thi 
tomer confidence. Many “addo-x” features—all “addo-x” quality. ma 


sell the complete line of pb “addo-x" 


write : —“addo-x’’, 300 Park Avenue, New York 22, NY w 








precision built, of course 
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1 assures & Expand your sales with the machine that is priced to sell fast. Upgrade your sales with this versatile, double register calcula- 
uilds cus: This automatic multiplier costs no more than conventional adding tor which speeds up all percentage, invoice, job cost and pay- 
” quality. machines. Does a wide range of office calculations automatically. roll calculations. It provides print-out of all entries and factors. 


« 22, NY write: —"addo-x”, 300 Park Avenue, New York 22, NY write; —“‘addo-x’’, 300 Park Avenue, New York 22, NY 
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ARTISTS’ MATERIALS 


Proven the WORLD’S FINEST! 


USE a dependable single source for the finest artists’ materials in the world... for a broad Craftint 
line of Show Card Colors + Artists’ Oil Colors * Artists” Water Colors + Artists’ Specialties and Staples 
* School Supplies - Brushes « ““Scrink” Screen Process Inks + Flat and Gloss Screen Process Colors 
+ Bulletin Colors - Japan Colors + Strathmore Papers and Pads + Craftint Papers and Pads - Shading 
Mediums + Drawing Inks - PLUS Hobby and Crafts Supplies and many other top-level products. 


Craftint-Devoe “16” Color Wheel Set 


Preferred by professionals and advanced students, 
the “16° Color Wheel Set offers a complete range 
of gorgeous colors ...16 in all... to meet every 
art requirement. Ideal for teaching color theory 
and harmony. Creamy, opaque and smooth-flow- 
ing paints in a brilliant array of spectrum colors, 


16 one-ounce Jars... $3.40 per set 


Also available in 38 perfect-matched colors in sizes ranging 
from the one-ounce jar to the gallon size and in the follow- 
ing 2 sets: 


No. 6 Tempera Assortment, 6 one-oz. Jars - $4-30 perset 


No. 12 Tempera Assortment, 12 one-oz. Jars $2@-5O per set 


e 
Send for FREE color cards and folders! sdk Craftint MANUFACTURING CO. 
NEW YORK @ CLEVELAND e CHICAGO 
Main Office: 1615 Collamer Ave., Cleveland 10,0 
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“Electronic computers are fire but nothing takes the place of a slide rule, and 
a man trained in its use.” —From Pickett & Eckel announcement of new slide 
rule promotion aimed at educators in secondary schools. 
¥ + * * 

“For any of us to realize the true importance of the office in business operations 
today, we start with this statement. ‘The business office is a production unit.’ 
That is true in every sense of the word, and has been, starting with the stone 
age. A business office produces records by which business is controlled and man- 
aged; produces the documents and papers by which transactions are handled. It 


processes these documents and papers in various ways and preserves them where 
they can be found.”—R. W. Sprott, general sales manager, Globe-Wernicke, at 
NOFA Western Area Conference. 


* * 
“We feel that the ‘slam era’ of greeting cards is over and people basically want 
to say something nice. But they do not want to be flowery or obvious.”—Ruth 
Fishel, Keep *'N. Touch Greeting Cards. 

¥ ¥ * ¥ 
“Lowest possible quality items are generally the most expensive to an ultimate 
user or consumer ... and you(dealers) will see that the cost to you too is too 
high to sell anything but the best because, as you know, the cheapest will attract 
the cheapest; and you will pay more in the form of non-payment by disillusioned 
customers, and delayed payments, calls for replacement, calls for repairs, calls 
of annoyance and chagrin — but, worst of all, no calls for further orders.” —J. 
T. Suydam, manager of dealer sales, Burroughs Corp., at Eastern NOMDA 
meeting. 
“Practically one-half of the financial leaders say their companies will increase 
their investment in plant and equipment, and more than that number look for 
a greater outlay for revision and automation of office procedure and installation 
of new machines.” —From pre-analysis of 1960 business by Nat'l Assn. of Credit 
Management. 


* x ¥ * 


“We have attacked that old inertia, the consumer's inherent indifference to all 
products but the one he has come in to buy.” —John M. Fisher, director of mar- 
keting, Carter’s Ink Co., explaining success of “impulse” packaging and self- 
selling display racks. 


% “ ¥ % 


“Thank your lucky stars for people who complain. Their complaints may seem 
trivial, their attitude exasperating, and all that — yet there is every reason why 
you should feel grateful to them. The only way you will ever know the weak- 
nesses of your organization is to have them revealed to you by the people whose 
patronage you seek to hold. The person who ‘kicks’ is doing vou a favor.” 
Quoted by J.S. Luckett in Luckett Loose Leaflet. 


% x% 


* 
“There are now and will continue to be in the future two thriving retail markets 
— the urban and the suburban. Instead of being in conflict, downtown and the 
suburbs are in fact complementary parts of the metropolitan retail structure. 
The issue today is not the downtown store versus their suburban cousins. Both 
can flourish. But each must get its fair share of creative thinking and spending.” 
—James Bliss, NRMA staff member, speaking to Sales Executives Club of Cen- 
tral New York. 

* * ¥ *% 
Between 1947 and 1958, total employment went up 10 percent, production went 
up 34 percent, but production personnel went down 2 percent. At the same 
time, professional and white collar personnel went up 58 percent. —U. S. Depart- 
ment of Commerce. 
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The Lettera 22 and the Studio 44, Olivetti portable favorites the 
world over, offer dealers these important advantages: (1) Full 
profit opportunities on every sale. (2) Superior quality that 
makes satisfied customers. (3) National advertising. To learn 
how you can become an Olivetti Portable Dealer, write to Port- 
able Division, Olivetti Sales Corporation, 375 Park Avenue, 
New York 22, N.Y. 


olivetti 
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MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER 
Washington, D. C. 
January 15, 1960 


Justice Department's Washington headquarters refuses to discuss the 
current investigation of possible antitrust practices by two dozen of the 
nation's leading manufacturers of metal office furniture. This is in line 
with a long-standing policy never to provide unfavorable publicity to a 
given industry until such time as a Federal grand jury has handed down an 
indictment. It has been widely reported that company records were sub- 
poenaed in December. 











The agency, however, never goes this far unless it has reason to be- 
lieve that monopoly exists or may be in the process of formation. The 
Justice Department has two tools -- the Sherman Act where it feels monopoly 
exists or the Clayton Act where it feels monopoly is forming. In either 
case, its opinion must first be backed by the grand jury and finally by the 
court system. 


For the average retailer of office furniture, the situation is this: 
Some suppliers may, by means of unlawful agreement among themselves, have 
unnecessarily charged you a high price which you must pass on to your 
customers; OR the Justice Department has proceeded in this action to take 
the word of one or more disgruntled competitors. Charges could involve 
written or unwritten agreements to do any or all of these things: fix prices, 
adopt a uniform arrangement regarding freight absorption, not to sell to 
price cutters, to set up zones in which one manufacturer will not compete 
with another, or to reward some distributors with prepaid advertising, pro- 
motional displays, etc., not accorded every customer. 





A final answer may be years in coming. The procedure could involve 
indictment in federal district court, affirmation of charges, appeal to 
Appeals Court and a final appeal to the Supreme Court. Or, there could be 
a dismissal of charges at any stage. 


The never-bright outlook for a new federal resale price maintenance 
law in 1960 has dimmed further as a result of the wide publicity given 
1,000 percent markups in the drug industry. There will be additional drug 
hearings during the first two or three months of the new session of Congress. 
The drug industry is the most vociferous advocate of Fair Trade, and members 
of Congress will find it hard to justify giving the industry more control 
over prices than it has now. 








Despite this, Fair Trade opponents still concede the legislation would 
probably pass if brought to a vote. The strategy will be to keep Fair Trade 
in committee pigeonholes where it is now. 





The Tariff Commission has launched an investigation to determine if 
typewriter imports threaten economic injury to the domestic manufacturers. 
The possible outcome is an increase in duties. The study was requested by 
Smith-Corona Marchant, Inc., and Royal McBee Corp. 








The Sperry Rand Corp., charged by the Federal Trade Commission with 
violating the Clayton Act through special low prices on typewriters to 
Sears Roebuck and Co., is seeking dismissal of the complaint on the ground 
that during the period covered by the price favoritism, competitors actually 
gained in sales. In arguing against dismissal, FITC attorneys in charge of 
the complaint stated that Sears was able to gross as high as 42.9 percent 
per machine whereas competitors having to meet the mail order company prices 
were able to gross only 6.7 to 13 percent. 


The year-end economic review and outlook by Frederick Mueller, Secre- 
tary of Commerce, stated simply, "1959 was the best yet; 1960 will be even 
better, with both prosperity and peace growing stronger." Though the full- 
year results for business were still incomplete, the Secretary added, "it 
is evident that second half results were down from the peak reached in the 
spring of 1959, but -- despite the recent drag -- were up substantially 
from the reduced level of 1958," 





Christmas business was apparently the best ever for retailers, but 


surveys indicated much mbling because sales failed to come up to expec- 
tations. Returns varied widely, but even cities hard hit by the steel 


strike reported increases over the 1958 season. In many areas, the downtown 
stores reported increases almost as high as the suburbs, an indication that 
the worst of the competition from shopping centers may be over. 


In its crackdown on business expense deductions, the Internal Revenue 
Service is expanding. tax forms for corporations, partnerships and pro- 
prietorships to require additional information. Starting with forms cover- 
ing 1960, IRS will ask such questions as whether deductions have been 
claimed for vacations for officers or employees, for renting of hotel suites 
or for the attendance of family members at conventions or business meetings. 
An affirmative answer to any of the questions does not mean that the de- 
ductions will be disallowed, but they will certainly be closely checked. As 
for 1959 returns, "all field offices have been instructed to place increased 
emphasis on the examination of returns involving entertainment, travel and 
expenses of a similar nature." 








Field offices also have been directed "to apply the Cohan rule 
cautiously." This is an old court ruling handed down in a tax case in- 
volving the entertainer, George M. Cohan, who claimed all sorts of de- 
ductions without records to back them up. IRS disallowed everything not sub- 
stantiated, but the court said an approximation of actual expenditures must 
be allowed. The agency now notes rather grimly, "the burden of proof should 
bear heavily upon the taxpayer whose inexactitude is of his own making." 


The Business and Defense Services Administration's Office of Distri- 
bution has published a study designed to encourage good business management 
by emphasizing the importance of analyzing business operations through the 
examination of accounting records. "Guides for Business Analysis and Profit 
Evaluation" is available for 30 cents from any Commerce Department field 
office or from the Superintendent of Documents, Government Printing Office, 
Washington 25, D. C. 























"Next time be sure, 
young man... specify 
SUPERDE X!" 
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Dealers’ and Customers’ Choice 


the quality brand for customer 


satisfaction ... more economical 








to use, more profitable to sell 


FILE 
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QUALITY PRODUCTS 
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Folders 

Printed Folders 

Pressboard Folders 

Filing Jackets 

Vertical File Guides 

Index Card File Guides 

Index Cards: 3x5, 4x6, 
5x8, 6x9 

Folder Labels 

Fanfold Labels 

Addressing Labels 

Index Tabs 

Index Strips: 6” - 12” 

Gummed Reinforcements 


FILING 
JACKETS 
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GUIDES 














THE WARSHAW MFG. CO., INC. 


ONE OF AMERICA’S LARGEST MANUFACTURERS 
OF FILE FOLDERS AND ALLIED PRODUCTS 


1 MAIN STREET © BROOKLYN 1, N.Y. 
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This is Mr. Gustave Fischer 


(A STATIONER OTHER STATIONERS SHOULD KNOW) 


Gustave Fischer, President and founder 
of the Gustave Fischer Co., Hartford, 
Connecticut, creates BIG BUSINESS in 
many small ways. “SERVICE”, says Mr. 
Fischer, “has been the keynote of my 
business since 1899.” Even though he is 
celebrating his 60th anniversary in busi- 
ness, it is not unusual to find him waiting 
on grandchildren of his original custom- 
ers. “And to maintain a successful busi- 
ness, your service can’t stop at the end 
of the working day.” Mr. Fischer has 
been active in the Hartford Chamber of 
Commerce, Rotary, Community Chest, 


Salvation Army, Better Business Bureau 
and the Connecticut Valley Stationers 
Association. One of his traditional “‘serv- 
ices”, started many years ago, is the 
supplying of pocket-sized “lesson books” 
free to local high school students on the 
first day of school. 





In this four story building on Asylum Street, and a 
warehouse on Ann Street, the Gustave Fischer Com- 
pany keeps close to fifty employees busy supplying 
supplies and services to customers throughout the 


state. The basement contains open shelf stock; first 
floor is the main selling area; mezzanine has execu- 
tive offices and “special” selling area; second floor 


houses an office furniture display; third floor is the 
main office. All shipping and receiving is from the 
Ann Street warehouse. 














“SERVICE is still the secret of our continuing suc- 
cess!” says Mr. William S. Blech, Vice-President. 
Citing an example of what service will do, Mr. Blech 
said, “After many calls on a large, local company, 
without a single order, we were asked to supply the 
president with a desk set pen of a model that had 
been discontinued for many years. The company’s 
president had tried unsuccessfully everywhere to 
find a replacement, because he had a sentimental 
attachment for the set. We were asked to help. Reg- 
ular sources didn’t have it, and we scoured the town 
for weeks. One day our salesman saw a similar 
model in a back street jewelry store window. We 
bought it, cleaned it, polished it, and delivered it free 
of charge. That was 14 years ago. Since then the 
company has been a regular, substantial customer.” 

“GOOD SERVICE ALWAYS LEADS TO GOOD 
CUSTOMERS.” 





Fischer has 742 to 8-time annual stock turnover! 
Amazing? Not when you consider Fischer’s 
service. Like maintaining a customer’s stock in the 
Fischer warehouse, then shipping and billing only 
when needed...thus guaranteeing quick delivery 
on special items and possible price benefits. Or car- 
rying special lines to suit their customers’ specific 
needs, such as office furniture, photographic 
supplies, and engineering and drafting materials. 





THE STORY OF THE 

SMOKE-FILLED ROOM 

Harold Stahl, Treasurer of 

the company, is probably the 

busiest man in the organiza- 

tion. He handles some of the 

larger accounts and relates 

this interesting experience: 

“For many months the pur- 

chasing agent for a large user 

of office supplies proved a 

difficult customer. We would 

chat amiably for hours, but 

he never placed an order. I 

decided to try to sell him pencils as a door opener; and asked 
the Dixon representative in this area to join me in this 
effort. In half an hour the purchasing agent’s office was 
filled with smoke...and talk about meerschaums and briars, 
stems and bowls. The agent and the Dixon man were both 
dedicated pipe smokers and devoted the whole ‘sales talk’ 
to pipes! Not a word about pencils. 

“But one week later the agent placed a pencil order with 
us. That was the beginning. The company now does a six 
figure volume with us annually, and is still being visited 
once a week. 

“No, I haven’t taken to pipe smoking as a result, but 


there’s little else that Fischer won’t do to satisfy a customer, 
big or small,” 





FROM LITTLE ACORNS TO...When a new concern 
comes to Hartford, big or small, a Fischer man will 
call, at no cost, and help lay out its office. If desired, 
he’ll also analyze the new firm’s needs, recommend 
equipment and supplies. If the firm needs some- 
thing special that’s out of stock, Fischer will loan 
a substitute to them until the order can be filled. 
Result? Another long-term customer. 


John R. Odell, store man- 
ager, spends most of his 
busy day on the telephone 
taking orders and answer- 
ing inquiries. The same 
courteous attention is given 
to all orders and inquiries 
regardless of size. Fortu- 
nately, for the company as 
a whole, he has most of the 
answers. A great deal of the 
reputation of our company 
is based on the service 
rendered to its customers, 
through his busy desk. 





The Dixon Company believes that information 
about successful stationers can prove helpful to 
other stationers as well. Dixon’s specific service to 
the stationery field is the supply of the finest mer- 
chandise in its field...famous Dixon Ticonderoga 
pencils, drawing pencils, colored pencils, industrial 
markers, accessories. And, in addition, ideas that 
can make the stationery business a more profitable 
one for all concerned. 





The Joseph Dixon 
Crucible Company 


JERSEY CITY 3, NEW JERSEY 











- - - for more details circle 165 on last page 








Family Record Books 1 

Household budgets and expense re- 
cords can be kept accurately with 
“Spend and Save” books offered by 
Wilson Jones Co. 


bound in red, green, ivory and brown 


Designed and 


simulated leather, these books, in ad- 
dition to enumerated monthly income 
and expense forms, have pages for 
yearly summaries, inventory of personal assets and liabilities, in- 
ventory of home furnishings, records of insurance policies and in- 
come property records. Books are boxed 12 in a wood grain 
counter display. (Assortment 85012A for $20.25. Retail price 
per book is $1.69.) Also offered is a newly redesigned Family 
Financial Record, a daily record of all family income and expense 
for a full year. Available in choice of three cover colors; red, blue, 
or tan, these books retail for 70 cents. Assortment of 12 comes 
in wood grain counter display (85006A) 


Poster Paints 2 

Teni-Pra-Tone, bright poster paints 
in colorful eye-catching packages at 
competitive prices are now being of- 
fered by Binney & Smith Inc. This 
new line is designed and created for 
the increasing home, club, church, 





hospital and school markets. Opened 
or closed the attractive four-color packaging gets attention on 
counters and shelves. Two sets are available, six jars at 89 cents 
or 12 jars at $1.75. The 12 colors are also available in bulk. Sales 
sheets, glossy photographs, electros and mats are available as sales 


aids. 


Rotary Card Indexes 3 

For “facts at your fingertips,” th 
Cardway Corp., a division of Cushman 
& Denison Mfg. Co., Carlstadt, N. J., 
announces the national marketing of its 
“Whirl-O-Dex” line of rotary card in- 
dexes in a total of 19 models in five 
series. Capacities range from 250 to 
3,000 of three sizes of file cards. Cards 
are not pre-mounted but are conveni- 
ently packaged to eliminate the need 
for removing cards from a pre-filled unit before posting, and to 





prevent soiling of cards before use. Cards, available in six colors. 
feature exclusive “Card-Lock.” The specially shaped punching of 
the cards results in positive positioning on the dual tracks, elimi- 
nates accidental “dropping-out” and allows easy removal for post- 
ing by a simple peeling action. Dealers are requested to write for 
descriptive literature and discount sheets. 


Everyday Cards 4 


Nile Running Studio, 247 W. Ist St., 
Claremont, Calif., now in its tenth year, 
has a new line of everyday greeting 
cards that includes many hand-screened 
originals, priced to retail at 25 cents. 
Details are available in new brochure 
from the company, which also offers 
America’s largest selection of bridge 
tallies. 














Trimmer 

The Lightning Desk Trimmer de- 
signed to eliminate scissors and razor 
blades for cutting photos and art pre- 


paration materials, stats, negatives and 















single sheets has been introduced by 
Michael Lith Sales Corp. Exposed parts 
are nickel plated and highly polished; 
base and table frame is of welded tubular steel with angle bars § 











prevent warping. Easily portable, it comes in three sizes, 145% 
18”, and 26”. Top and bottom knives are made of high-grade 
hardened steel and are built-in with absolute safety. Prices staff 
al $34.95. 


Pull-down Globes 6 


A new line of pull-down globes, made 
by The George F. Cram Co. of Indiang 
polis, provides a decorative refereng 
piece for the home or office, and is dé 
signed to complement most of todays 
furnishing and decorating schemes. The 
design permits the globe to be raised 
| or lowered to any position at a tough 
) of the finger; a counterbalance holds it 
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at that height. The wall-arm swing 
through 180 degrees. The globes come 
in two sizes, 10%” and 12” diameter. They are available in ap 
illuminated or non-illuminated style in both sizes. The illuminated 
models contain Cram’s new “Shatter-Pruf” globe ball, guaranteed 
against breakage. Prices are from $10.95 to $34.95. 


Letter Opener 7 

The Redman Co., 6026 N. Cicero 
Ave., Chicago, IIl., has announced their 
appointment as exclusive U. S. distri- 
butor for the fingertip control Wombat 
letter opening machine. The opener has 
a self-sharpening blade which automati- 
cally aligns and opens 40 to 50 letters a . 
minute. It can handle any size envelope up to 9% inches. The 
Wombat retails for $29.95. 


Typewriter Cleaner 
“Scotch” brand typewriter cleaner 
a material which rolls into a 
typewriter like a sheet of paper and 
is simply typed on to clean the keys 
— has been introduced by Minne- 
sota Mining and Manufacturing Co.., 
Dept. M9-465, St. Paul, Minn. Us- 
ing no solvent, putty or brushes, the 
soft fibrous material is chemically 
treated to remove dirt, ink and foreign matter from typewriter 
keys. The material comes in sheets 81 by 11 inches, packed three 
sheets to an envelope. Retail price for the three-sheet pack is % 
cents. Twelve envelopes are packed in a display, and 12 displays 
are packed in a carton. The typewriter cleaner is perforated 80 
that the used section can be torn off and discarded. There are 
seven sections to each sheet, thereby allowing at least 21 cleanings 
per pack. The material is available nationally from regular 
“Scotch” brand cellophane tape suppliers. 
(Continued on page 54) 
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everyday in the U.S.A. 
SELL THEM! 


You can make up to 100% profit on every Gibson Baby Record Book you 
sell, They’re the best known... best made . . . best looking albums in the 
world, Display them, suggest them to your customers . . . and you'll sel! them. 
Gibson Memory Albums are available for every occasion.* 


“Gibson Memory Albums: baby, wed- 
ding, anniversary, guest, gift, shower, 
testimonial, school memory, teenage, 
graduation, diaries, photograph albums, 
family records, scrapbooks. 


Fine Albums since 1872 


PUBLISHERS NORWALK, CONNECTICUT 


~ - - for more details circle 129 on last page 





Nia ae Veale) 
SALES AIDS 
FOR YOU! 


BOLD, NEW 
NATIONAL 
ADS 


* 


‘ 





FREE 
“IDEA” 
BOOKLET 


+ 


in 16 vital magazines 
read by your customers 


free for distribution 
to your customers 


GRIPS AT A TOUCH of the finger—releases 


instantly, too. @Has ¥/" capaci- 
ty—yet holds even one sheet 
securely. No marring. No holes. 
@ The ideal work organizer. 

Hundreds of uses—work sheets, 

‘¥ .. ~ photos, catalogs, letters, shee 

_# music, blueprints. Genuine 

: | ~ 4 pressboard—red, black, grey, 

ad green or blue. Letter, legal siz. 


ASK FOR ACCO’s new booklet 
“IdeasThat Save Time and Space” 
—available free at office outfitters. 
ER 
Or write: ACCO PRODUCTS, ACCO PUNCHLESS BIND 
A Division of Natser Corporation, Ogdensburg, N.Y.- In Canada: Acco Canadian Co., Ltd., Toronto 





*TM pending 
- - = for more details circle 101 on last pom 
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/n my Opinion 


Figures Don’t Lie, But... 


_ superficially, some of the 
recent news trends in world 
typewriter trade might lead you 
to believe that United States pro- 
ducers are failing rapidly because 
figures show big percentage gains 
for European models. 

The truth is that while the 
United exporting 
country has lost ground in inter- 
national trade, U.S. typewriter 
firms, by virtue of their overseas 
production facilities, are still doim- 
inant in international trade. And 
a doubling of U.S. consumption 
in ten years has brought them 
good gains in domestic sales, even 
as imports climbed from near noth- 
ing to almost half a million units 
a year. 

This is one of those cases where 
a lone percentage figure means lit- 
tle. Figures don’t lie, but it’s ter- 
ribly easy sometimes to read too 
much into them and make an in- 
correct inference. There are often 
so many unknown or unstated 
variables that a simple figure tak- 
en out of context can be very mis- 
leading. 

In planning for the 1960s and 
examining forecasts for the fabu- 
lous decade now beginning, this is 
a good point to remember. A deal- 
er, for instance, whose sales vol- 
ume is rising steadily at three or 
five percent a year may actually 
be losing ground competitively if 
his market or trade area is grow- 
ing at a rate of ten percent a year. 

As another example of mislead- 
ing figures, take the case of a deal- 
er who pays his salesmen a com- 
mission of 60 percent of gross prof- 
it on each sale. At first glance, 


States as an 
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this sounds quite generous. Before 
trying to do likewise (and prob- 
ably going broke in the process) , 
we should examine the variables. 
What other selling costs does this 
dealer have? Does he support his 
salesmen with a broad advertising 
program? Do the salesmen get ex- 
pense money? Is there a show- 
room or display area to which the 
salesmen can bring_ prospects? 
Does the dealer do anything to 
keep customers sold with good de- 
livery and service after the sale? 
If a man can sell without any of 
these other services to back him 
up, maybe he deserves 60 percent 
of the gross profit. But then he 
might as well be in business for 
himself. That’s not the way most 
of us do business. 

For the same reasons, there are 
other things to consider besides 
dealer discount in choosing a 
source of supply. 

A similar fallacy crops up when 
a customer tells you he “can get 
it elsewhere for 20 percent off.” 
The question is, what can he get 
and for 20 percent of what? Can 
he get the same quality product 
you carry, with the same guaran- 
tee? And is the 20 percent dis- 
count figured from some fake sell- 
ing price? 

You can even go wrong if you 
don’t read such highly regarded 
figures as the annual dealer oper- 
ating results compiled by the Na- 
tional Stationery and Office Equip- 
ment Assn. in the way they are 
intended to be read. 


“A 4 


Average net profit figures for 
one recent year are given as 2.5 
percent of sales for all firms re- 
porting and 8.8 percent for the 
quartile with the highest profit. 
The difference of 6.3 percent is 
accounted for largely by the differ- 
ence in wage, salary and commis- 
sion payments. The average firm 
paid 22.8 percent of net sales in 
wages, and the high profit group 
paid only 18.1 percent of net sales 
in wages. This accounts for more 
than two-thirds of the difference 
in profit figures, and administra- 
tive salaries are a big factor in the 
difference. 

These figures do not show how 
many people there are on the av- 
erage payroll. It could be that the 
high profit group has fewer, but 
more efficient, managers and em- 
ployees. Or it could be that high 
profit for the firm means less prof- 
it for the individuals working 
there. People have different ideas 
about how much profit should be 
plowed back into a business, and 
sometimes there are tax advant- 
ages to taking the money as per- 
sonal income instead of corporate 
income. 

All this says simply you must 
exercise great caution in examining 
any set of figures. It’s always nec- 
essary to view the figures in con- 
text and look for the variables. 
The field of surveys, polls, statis- 
tics, averages and percentages is 
truly one in which a little knowl- 
edge can be a dangerous thing. 

Don’t be fooled. by figures. 
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C. B. Rowe, sales 
manager for Jack 
Bonner Co., dem- 
onstrates a  dupli- 
cating machine. He 
says it pays to have 
a machine to dem- 
onstrate the minute 
@ prospec? shows an 
interest. 


Ihe 
Sold 200 Duplicating Machines 


he B. Rowe, Jack Bonner Co. 
4sales manager, sold a $1,000 
duplicating machine to the local 
power and light company in Corpus 
Christi, Texas. In the course of dis- 
cussing the machine and what it 
could do, Mr. Rowe learned that 
the power company needed the ma- 
chine to duplicate construction and 


20 


repair change orders, because a 
number of copies of such orders 
were needed and the system being 
used was tedious and time-consum- 
ing. Mr. Rowe made his demon- 
stration with this use in mind and 
made the sale with comparative 
ease. 


But that was not the end of the 






























































Jack Bonner Co. 


Wy Dulit exc 


evolved 


merchandise 


sales effort directed at the utility 
or semi-utility field. It was only 
the beginning. 

When he returned to the office, 
and prior to the next sales meeting, 
Mr. Rowe compiled a list of all 
public utilities in the Bonner trade 
area — gas companies, public or 
private water suppliers, telephone 
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companies and their local offices. 
He reasoned that if the power and 
light company needed a machine to 
make multiple copies of work and 
change orders, so would all other 
utilities. This line of thought paid 
off. 

The list of utility prospects was 
divided among the salesmen ac- 
cording to their territories. The 
sales manager told them how the 
power company was using its dup- 
licating machine. He supplied each 
man with samples of the work 
turned out by the power company 
machine and told each salesman he 
wanted a report on his calls on the 
utility companies. Five additional 
sales resulted from this initial ef- 
fort. 

But there is more to this story of 
industry-wide sales campaigns. It 
was discovered that some contrac- 
tors doing utility work also needed 
copies of work and change orders. 
These contractors, too, became 
duplicating machine prospects and 
more sales were made. 

“We found this method of indus- 
try-wide concentration the most 
logical way to sell duplicating ma- 
chines,” said Mr. Rowe. The com- 
pany has sold 200 machines in the 
last three years in this way. 

“When we make our first sale in 
any given industry, we study close- 
lv the machine’s use. Using the in- 
formation thus gained as a base, we 
concentrate on other members of 
that industry. Each sale makes the 
next one a little easier.” 

Another example — 

The owner of a small wholesale 
grocery outfit telephoned Mr. 
Rowe, asking to see a duplicating 
machine. Knowing the caller spoke 
for a small company, Mr. Rowe 
took time off to answer the re- 
quest with some degree of misgiv- 
ing, for he had several “live” calls 












to make. 
When he arrived at the whole- 

saler's cluttered office, he saw a 
e utility competitive machine on the desk, 
‘as only one that retails for $185. This was 

not at all re-assuring. 
e office, However, the prospect said he 
neeting, would like to see the Bonner ma- 
t of all chine demonstrated. Mr. Rowe 
er trade asked the office secretary to watch, 
ublic or and as he demonstrated he in- 
lephone structed her on its operation. The 
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asked several technical 
questions, indicating his knowledge 
of and interest in the mechanism 
of the unit. Mr. Rowe disassembled 
it and him the 
working parts. 


prospect 


showed simple 
The prospect turned to his secre- 
tary. “Think you can operate it?” 
he asked. When she assured him 
that she could, he wrote out a 
check for $475 for the machine. 
By now Mr. Rowe has ascer- 
tained the use to which the cus- 
tomer intended putting the ma- 
chine and readily saw that it was a 


good investment for the small 
wholesaler. 
With this information — and 


samples — he went back to the of- 
fice and compiled a list of all 
wholesale grocers and food special- 
ty outfits in the territory. He told 
the salesmen the sale, ex- 
plained customer 
using the machine and divided the 
list of prospects among the men. 

“A sale to a member of some in- 
dustry in which we have not placed 
a machine is a major occasion with 
us now,” Mr. Rowe explained. “We 
know by experience that this first 
sale means from three or four to a 
dozen or more excellent prospects 
in the same industry.” 

Public and private schools are 
among the top customers of the 
company. Mr. Rowe broke the ice 
in this field some time ago with a 
school system in another commu- 
nity about 20 miles from Corpus 
Christi. The school superintendent 
was using five old, competitive ma- 
chines. They were priced at less 
than half the cost of the Bonner 
unit, and the superintendent could 
not see the justification of spend- 
ing the additional money. Mr. 
Rowe noticed that the school sys- 
tem was using a cheap grade of 
duplicating paper and that the 
waste was extensive. 

“You can save the difference in 
elimination of waste,” he told the 
superintendent. “If you'll permit 
me to empty your waste baskets 
this afternoon, after the girls have 
finished using the five machines, 
I'll prove it to you.” 

He checked all the waste baskets 
and brought the superintendent 
one and one-half reams of paper 
that had been discarded at the five 


about 


how the was 


machines. The superintendent was 
convinced and bought five ma- 
chines. That opened the door to a 
number of machine sales in other 
schools. 

“Duplicating machines offer 
broad possibilities,” Mr. 
Rowe emphasized, “if the right 
men keep looking in the right 
places for prospects. By working 
on an industry by industry basis, 
we are able to short-cut the sales 
effort materially and reduce the 
ratio of calls to actual sales.” 

He learned that a Dallas law 
firm was using his company’s dup- 
licating machine to make addition- 
al copies of legal briefs, and he also 
learned that these copies were ac- 


sales 


ceptable in all Texas courts. A 
Bonner salesman had a friend in 
the largest law firm in Corpus 


Christi. Mr. Rowe told the sales- 
man about the experience of the 
Dallas firm, supplied him with 
samples obtained from Dallas and 
asked him to see his friend. 

The visit resulted in a 
this law firm and it led quickly to 
the sale of another machine in the 
next largest law partnership in the 
city. Now all law firms are on the 
prospect list and Mr. Rowe is con- 
vinced that several more machine 
sales will result from this initial 
penetration of the legal profession. 

Every salesman carries a sample 
machine in his car at all times. 
This is in case he finds a prospect 
while making routine calls. 

“We sell strictly by demonstra- 
tion,” Mr. Rowe says. “And it pays 
to have a machine to demonstrate 
the minute a prospect shows an in- 
terest.” 

Every time a Bonner salesman 
penetrates a new industry or pro- 
fession with a first sale, he reports 
this to Mr. Rowe and the matter 
comes up for discussion at the next 
sales meeting. Mr. Rowe prepares 
a list of prospects for each sales- 
man and each man is required to 
make a written report on the re- 
sults of each such call. 

“We feel,” said Mr. Rowe, “that 
this industry-wide promotion sys- 
tem not only is selling duplicating 
machines for us but it also suggests 
real sales possibilities where other 
specialized office equipment is in- 
volved.” 


sale to 
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ing Order in the Stockroom }:: 
chanc 
custo! 
Th 
mean 
Careful planning and a few strict rules hayie {100° 
made this dealer’s neat storage area a the | 
stockroom that any stationer would merc 
be proud to call his own. And it pays and 
: a fiden 
off, in cleaner merchandise ae 


and faster service for customers 
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Nine neat rows of compartmented bins, at left, and the racks, tie 

at right, are the basic fixtures of the Out West stockroom. en 
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he investment which pays sur- room is permanently sealed off how at the Colorado store. S| 

prising dividends is the $100 from any visitors. A long-stand- “Our service is built on many a 

per month which Out West Print- ing rule laid down by Mr. Mason years of service, efficiency and d 

ing and Stationery Co., Colorado and his father William Mason, Jr., quality,” says William Mason. “By e 

Springs, Colo., pays to maintain prohibits any customers or out- that I mean there should never Pp 

an immaculately clean basement side salesmen from entering the be any possibility of disappoint- c 
stockroom. stockroom at any time. ing a customer or shaking his faith 

William Mason, third genera- At first glance, this would seem in our ability to produce the mer- I 

tion executive of this big central to be a highly paradoxical situa- chandise he wants, in absolute I 

Colorado office supplier, believes tion. You might expect the mo- first class condition, whether it’s . 

a downstairs stockroom should be tivating factor in maintaining a a typewriter ribbon, a box of add- c 

every bit as well arranged, at- spotless stockroom would be the ing machine tapes or a large ship- | 

tractive and clean as the retail impression it would create among ment of merchandise to be deliv- | 

sales floor itself. This is especi- customers. But this doesn’t enter ered. It means that service must | 

ally remarkable because the stock- into the picture, not directly any- be swift and sure, that salesmen | 
22 MODERN STATIONER, FEBRUARY, 1960 








rules hay 


reaa 


ays 


n many 
cy and 
on. “By 
d never 
ippoint- 
his faith 
he mer- 
ibsolute 
her it’s 
of add- 
ge ship- 
e deliv- 
-e must 
alesmen 


RY, 1960 
































































must be able to locate the desired 
item in a hurry and that mer- 
chandise, when handed over to the 
customer, should look its best. 

This Out West stockroom theory 
means that any salesperson off the 
floor can unhesitatingly locate 
the proper bin, find the proper 
merchandise and hustle it upstairs 
and across the counter with con- 
fidence that there will be no dust 
on the carton, no torn packages, 
fewer “shorts.” Merchandise from 
the basement stockroom, in other 
words, is just as much a credit 
to the store as any item on dis- 
play in retail stock. 

“Nothing makes a worse im- 
pression,” says Mr. Mason, “than 
a dusty box or one crushed out 
of shape, torn or missing part of 
its contents. These things happen 
all too easily if no special effort 
is made to maintain warehouse 
efficiency.” 

There is an added advantage in 
the psychological impetus it gives 
employees to keep the entire store 
looking neat, and to leave shelves 
in storage areas as orderly as they 
found them. 

This thoroughly desirable situ- 
ation could only be made possible 
by carefully pre- planning the 
stockroom and its management 
methods, according to Mr. Mason. 
When Out West Printing and Sta- 
tionery Co. built a new store sev- 
en years ago, stock - handling 
methods were revised. First, a 
smoothly - polished concrete floor 
was installed. Along the west wall 
of the stockroom, nine wooden 
bins, divided into twelve 214-foot 
square compartments were built. 
The neatly carpentered bins, 
spaced five feet apart, were given 
a finished look by sanding them 
down and using white filler on 
every surface providing a non- 
porous surface that is easily 
cleaned with soap and water. 

Merchandise was divided into 
nine general classifications and 
products in each of the nine bins 
were identified on a typewritten 
card, which slips into a galvanized 
metal frame mounted at the end of 
each bin, along the aisle. There is a 
logical grouping of stock so that, 
for instance, all typing paper, 
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fillers, legal size sheets, columnar 
pads, scratch pads and boxed writ- 
ing paper are found in the same 
area. 

In this way, even a new em- 
ployee coming into the basement 
for a special order can quickly 
locate the general area in which 
the item he seeks is located. His 
search is swiftly narrowed down 
to the proper bin and the proper 
compartment. 

Across a broad, five-foot aisle 
from the row of nine compart- 
mented bins are 12 large storage 
stacks, 15 feet long by 5 feet high, 
all of which are lined up to relate 
directly to unpacked merchan- 
dise in the compartments. Stacked 
in the storage racks is the “over- 
flow” as well as newly received 
shipping cartons, awaiting transfer 
to forward stock areas. At the 
end of each rack is a sign which 
gives it a geographical reference 
rather than a number. This “asso- 
ciation of ideas” method of locat- 
ing cartoned merchandise has 
worked well. The company has 
found that employees can remem- 
ber easily, for example, that mail- 
ing tubes are kept in Southcentral, 
while currency bands can be found 
in Southeast. 

Two full time workers are as- 
signed to the stockroom, one han- 
dling receiving and distribution 
into the stockroom and a second 
to assist with incoming stock and 
maintain a continuous “good 
housekeeping” program. The lat- 
ter’s duties include scrubbing, 
mopping, polishing and sweeping 
of the area, policing of the neat 
stacks of merchandise in each 
compartment, and the filling of 
orders passed down from the de- 
livery sales department and the 
retail store above. 

Clear-cut rules guide the han- 
dling of every item. Most impor- 
tant is a rule that no carton is 
ever broken when it reaches the 
forward stock reserve in the com- 
partments. If, for example, a cus- 
tomer orders five adding machine 
rolls from a box which contains 
a dozen, the remaining seven are 
transferred immediately to shelf 
stock in the retail store. 

Every retail sales shelf in the 
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Closeup views show absence of broken boxes 
in bins and the geographical reference sys- 
tem used in receiving racks. 
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store proper is backed up by a re- 
serve stock shelf, so there is ade- 
quate space to thus shuttle the 
leftover contents from any broken 
box. Using adding machine rolls 
as an example, there is space for 
36 units on the reserve shelf on 
the retail floor. 

A natural result of this policy 
is that every compartment in 
every bin is neat, clean and at- 
tractive. Cartons, boxes and other 
containers are clean and dust-free, 
in perfect shape to hand over to 
a customer with assurance that he 
won’t look frowningly and. ask, 
“Don’t you have a fresh box?” 


...Keeping Order 
in the Stockroom 


Shelves in the Out West retail 
store have ample space for re- 
serve stock. 
































Employees who are constantly 
exposed to the hospital-like spot- 
lessness of the stockroom are mo- 
tivated to do their part, aligning 
every stack of boxes which has 
been disturbed in the removal of 











stock. 


And finally, it is easy to find 
merchandise in good shape and in 
a hurry, without the sort of delay 
which is likely to irritate a good 
customer. 
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spenenenly taking the most 
commonplace items in inven- 
tory out of the shelves and build- 
ing colorful window displays 
around them is a merchandising 
} precept which has often paid divi- 
dends for Out West Printing and 
Stationery Co., Colorado Springs. 


3-inch sheets. to elaborate desk 
calendars and pad combinations 
in brass, clock and notepad com- 
binations and the roll type memo 
pads. 

Permanently price tagged and 
shown right behind the window 
where every detail was noticeable, 



















One such display featuring 
“Eleven Ways to Jot Down” was 
built around ordinary notepads. 

Placed along the elevated ledge 
of a center display window were 
11 types of note pads and memo 
pads, ranging from a simple 31 
plastic container with loose 4 x 





the products in the display stimu- 
lated a lot of impulse buying, par- 
ticularly from customers with a 
gift obligation in mind. Many 
persons who came into the store 
commented that they hadn’t re- 
alized there were so many varia- 
tions in notepads. 
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\\ hen W. P. (Doc) Walton of 
Walton’s in Benton, Arkan- 
sas, started piling rocks in the dis- 
play window of his stationery and 
office equipment store, people 
stopped and stared. 

But it began to make 
when he added a mound of white 


sense 


powder, an ingot of aluminum 
and finally a shiny aluminum 
smoking stand, some _ attractive 


aluminum office accessories from 
his stock and a background made 
of gold and turquoise aluminum 
foil giftwrap, also from stock. 
Books and pamphlets containing 
information on items in the dis- 
play were also shown. 

It soon became apparent to 
Walton’s interested spectators that 
Mr. Walton was arranging a win- 
dow display paying tribute to the 
aluminum industry, which em- 
ploys more than 3,000 persons in 
his trade area. Benton and the 
nearby town of Bauxite are in the 
heart of the “aluminum capital” of 
the world. Walton’s finished dis- 
play showed the various steps tak- 
en in the production of aluminum 
products from the raw bauxite ore. 

Public reaction was so good that 
Mr. Walton firmly believes more 
merchants could: benefit them- 
selves and their communities by 
focusing attention on local indus- 
tries, not only in window and 
stock displays, but also in other 
forms of advertising. 

“Do you mean to say,” asked 
one little girl in amazement, “that 
pretty white powder came from 
those ugly old rocks and turned 
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No Rocks in HIS Hea 


Not everyone is able to find diamonds 


in his own back yard, but this Arkansas 


dealer found something almost as good 





it was no miracle that sales and good will were stimulated by this window display. It was a 
natural result of W. P. (Doc) Walton’s reminder to his customers that their livelihood lies 
chiefly in the products in his window, which originate in his area and are sold in his store. 


into that silvery bar?” 

Science teachers in local schools 
called the attention of their classes 
to the store window. Large num- 
bers of persons of all ages stopped 
to observe, many for the first time, 
some of the things that are going 
on in mines just a few miles away. 

A poster in the display an- 
nounces: “Over 3,000 people in 
Saline County are employed in 
the aluminum industry. This 
means more $’s for all of us.” 

Mr. Walton, who has been in 
business at his present location 
for 13 years, said he had been 
wanting to give the aluminum in- 
dustry a “pat on the back” for 
some time. 

The gesture has stimulated 
trade in his store and brought a 


world of good will. The Benton- 
Bauxite Chamber of Commerce 
helped him with figures and facts, 
and nearby plant personnel were 
only too glad to help. 

“This window display has defi- 
nitely stimulated sales of alumi- 
num products in our store,” Mr. 
Walton beamed. “During the 
three weeks the display was in 
the window, we had three times 
the normal sales in giftwares, of- 
fice accessories and gift wrappings. 
The overall volume for the period 
was considerably higher than for 
the same period the previous year. 

“The benefits will carry on, we 
feel, for the display has made 
people conscious that the alumi- 
num articles we carry started in 
this territory.” 
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Cotes of SEL DS ov ware seared to Goetine 
Write tor 


Part of the 12-page, 
three-color brochure 
sent by direct mail 
to 10,000 persons 
as part of Famous 
Brands Value Days 
promotion. Nearly 
150 different items 
are represented in 
the brochure, most 
fully illustrated. 


A \ illiam Anderson, vice presi- 
dent and manager of the Des 
Moines Stationery Co., Des 
Moines, Iowa, is no exception to 
the rule that success is accounted 
for by hard work. 
Bill, as he prefers to be called, 
holds the firm conviction that the 
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This one-page, two-color news- 
paper ad was used to herald 
the firm's Famous Brands Val- 
ve Days, helped boost sales 40 
percent over the same period 
a year earlier. 











































stationery business is one in which 
you keep your eyes open — and 
your shirt sleeves rolled up. His 
opinion has the wholehearted sup- 
port of Frank Zeller and his wife, 
Lauretta, owners of Des Moines 
Stationery Co. 

Keeping this concept in mind, 


An lowa stationer builds plus business with special promotion: 
hard work and a watchful eye on market trends. Vol 
jumped 40 percent during one well-promoted sale 
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Getting 
New 
ustomers| li 














the company has produced son 
outstanding results, particulary 
from the standpoint of getting) 
new customers in the store. 

One of the most successful sale 
boosters —a promotion adapted? 
from the company’s wholesale sup 
plier — is a Famous Brands Valié 
Days sale, held twice yearly, for 
a period of two weeks. The sale 
covers nearly 150 different items, 
and is backed by full-page, two- 





color newspaper ads and a 12-page, 
three-color brochure, sent by direct I 
mail to 10,000 persons, largely exe Fl r 
cutives and store owners. ws 
Extra incentive is given to po "i 
tential customers to visit the store . 
by conducting a drawing, with 4 ri . 
portable typewriter as a prize. In Me 
order to be eligible for the prize, a 
it is necessary that the customer ri 
actually visit the store, where 4 " 
box is provided for depositing the 
entrance slips. According to Mr. . 
Anderson, the free prize works }) 
very well in building traffic. ” 
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In the store, the sale is given 
additional momentum through the 
use of basket assortments, color- 
ful streamers and extensive win- 
dow displays. The latter is of par- 
ticular importance, since Des 
Moines Stationery is located at 
507 Locust St., in the heart of 
downtown Des Moines, busy capi- 
tal of the State of Iowa. Walk-in 
trade accounts for at least half 
of the firm’s volume, so there’s 
little wonder that the company 
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A general view of the store's interior shows 
thoughtful layout, excellent lighting. Balcon- 
ies contain extra stock along side walls, and 
office staff at rear. Not visible to the right 
is a doorway that leads to office furniture 
show rooms. Art and engineering department 
is under rear balcony. 


This is the modern storefront of the Des Moines Stationery Co. The 
firm is located on Locust St. in downtown Des Moines, the lowa 
capital. Proximity to stores and offices is responsible for a large 
percentage of walk-in trade, which makes spacious display windows 
and carefully planned displays a necessity. 


Manager William An- 
derson (at left) chats 
for a moment with 
Carl Collins, sales 
manager. Both men 
are vice presidents 
of the company. 


A large sign draws attention to the art and engineering department, 
which is recessed from the rest of the store. At present this depart- 
ment accounts for 13 percent of the firm's sales, but the company 
feels it may do as much as one-fourth in a few more years. 
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should use its spacious window 
space to support all promotional 
activities. 

When asked what effect th: 
Famous Brands Value Days had 
on sales, Mr. Anderson replied: 
“The results were very good. We 
kept a close check on sales figures, 
and volume was up 40 percent 
over the same period a year ear- 
lier. I'd say that 
event as a success.” 

After staging his first two Fa- 
mous Brands sales, Mr. Anderson 
was ready to say they will be a 
regular part of the firm’s future 
promotional activities. 

The Des Moines Stationery Co. 
employs 34 persons, four of whom 
are outside salesmen. In 1958 a 
breakdown of sales showed 56 per- 
cent of business was commercial 
stationery, 18 percent furniture 
and office equipment, 13 percent 
gift and social items and_print- 
sales (the firm has a new print- 
ing division, which is expected to 
up future sales), and 13 percent 
art and engineering supplies. 

The company has lately been 
pushing the art and engineering 
department. President Zeller is 
convinced that more leisure time 


qualifies the 


and a booming civic art center 
which gives lessons will zoom 


sales in this department to nearly 
one-fourth the store’s total vol- 
ume in a few years. In addition, 
there is a larger than normal de- 
mand for engineering supplies. 
Iowa is experiencing more build- 
ing and construction than some 
other areas. 

The firm has exclusive outlet 
rights for a leading line of engi- 
neering supplies, which was taken 
on in the belief that a better job 
could be done with one compre- 
hensive line of equipment. 

Both the art and engineering 
departments are supported by 
newspaper advertising. “Just one 
more way of getting people into 
the store,” says Mr. Anderson. 
“And that’s the way to make cus- 
tomers out of them.” 

Both Mr. Zeller and Mr. Ander- 
son are active in the National 
Stationery and Office Equipment 
Assn. President Zeller is a past 
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This view gives a close-up of one section of the art and engineering supplies departmen, 
The woman is one of 30 employees who work inside the store. 


Looking down from the upper balcony at the gift and social departments; both of whic 
are necessities to the store with sizable walk-in trade. Again careful arranging has depor- 
mentalized the area. 


lieutenant governor of the 7th 
Region, while Mr. Anderson is cur- 
rently secretary. 


mote not only the commercial de- 
partment, but other departments 
as well — like art and engineering. 

Mr. Anderson sums the This gives us plus business, and 
thing up when he says, “Like most gets more customers in the habit 
stationery firms, the backbone of — of patronizing our store. Sales 
our business is the commercial de- like our Famous Brands Value 
partment. If we had to keep just Days do the same thing. You've 
one department, that would be it. | got to keep an eye open for things 
But we've found that in a com- like this. There’s no better way 
pro- to build sales.” 


whole 


petitive area, it’s wisest to 
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if the item promotion technique and mass media ads are used 
successfully even by other outlets on stationery 


and office equipment products, it figures that some dealers 


in our industry are missing a good bet 


Consulting Editor 





ry. . . . 
| oday, as I write this article, 


the local newspapers do not 
airy a single advertisement from 
a stationery store or office equip- 
ment dealer. There are ads for 
stationery items sold through drug 
stores, supermarkets, department 
stores, and discount houses, but 
no ads from retailers whose liveli- 
hood depends upon the sale of 
stationery items. 

Why should this be? Is it be- 
cause our business does not re- 
spond to consumer advertising? 
Or perhaps we don’t have any- 
thing newsworthy to sell. Or is it 
that we take too narrow a view 
of our market and do not have 
the knack of generating excite- 


ment in our merchandising ac- 
tivities? 
Let’s study these possibilities 


and see which, if any, are respon- 
sible for our failure to make use 
of some forms of advertising. 

It would be strange indeed if 
we found that our customers do 
not respond to consumer adver- 
tising. These customers of ours 
are the same people who buy hair 
tonic, canned soup, gasoline, to- 
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These ads run by an 
Ohio grocery store, a 
Minnesota Sears store 
and an Alabama de- 





























partment store show 
what other outlets are 
doing with stationery 
and of fice equipment 
products. 


bacco, and even diaper services, 
all of which are advertised exten- 
sively in the local papers. Can 
we assume that the reactions of 
the customers undergo some sort 
of special transformation when 
they have needs for the kind of 
merchandise we stock and sell? 


29 





































JM SEARS! 


aS 
% 


~_—< 











——— Se 








This could not possibly be the 
case, because other stores are ad- 
vertising and selling our kinds of 
goods. 

Take a look at these other ads 
and you may be surprised to find 
that they are promoting items 
which you have lying on your 
shelves or which are moving slow- 
ly. Perhaps your merchandise is 
moving slowly because someone 
else is selling it to customers who 
could be yours. 

Merchandise which is being ad- 
vertised locally by others falls into 
two general classifications: (1) 
nationally - advertised goods and 
(2) goods which respond to the 
technique of “item promotion.” 
Many retailers miss the boat on 
the opportunities to follow up na- 
tional ads in newspapers, maga- 
zines and on television. The busy 
merchant does not have time to 
spend long hours with these mass 
media, but many of his customers 
do have the time to do so. As a 
result the modern customer fre- 
quently is better informed than 
the retailers about what is new 
and different in the market. 

One of the easiest ways to in- 
crease sales volume is to adver- 
tise, display and promote those 
items which have been pre-sold to 
the customer. Some merchants do 
not like this approach in that the 
widely-advertised items sometimes 
carry narrower than usual profit 
margins. This attitude is very 
dangerous in that it fails to recog- 
nize that the retailer is entitled 
to smaller margins when he dis- 
tributes pre-sold items. Some 
merchants are losing many dollars 
of profit while waiting for higher 
percentages of profit. It may be 
that our reluctance to engage in 
modern mass-distribution is caus- 
ing us to lose sales to some of the 
other kinds of retailers. 

In the years ahead we must tie 
in more closely with the national 
advertisers if we expect to sell 
their products. Producers will find 
other outlets if we do not begin 
to coordinate our promotion ef- 
forts with theirs. 

Another possibility is that we 
may have decided we have noth- 
ing that is worth advertising. If 
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so, we are ignoring the tremen- 
dous power of “item promotion” 
in modern retailing. Department 
stores have found the attraction 
of a single item to be so great that 
sales in some departments may be 
increased 400 percent or more 
when a really good item is found 
and promoted. Single item promo- 
tions sometimes account for 75 
percent of all sales in individual 
departments when the items are 
promoted vigorously. 

Even in our own line we can 
see single items being promoted 
through home furnishings maga- 
zines and other consumer publica- 
tions. We would probably be quite 
shocked to discover how much 
merchandise is sold to our custo- 
mers through mail-order ads — 
merchandise which we have avail- 
able for sale right in our own 
stores. Sometimes people actually 
pay more for mail-order goods 
than they would have to pay us 
for them. 

All this leads us to the conclu- 
sion that the item promotion tech- 
nique is used to best advantage 
by very large retailers and by 
very small operators who may sell 
a few special items in this way. 
By and large, the small and me- 
dium sized storekeepers have nev- 
er found the power of this tech- 
nique. 

This brings us to the final ques- 
tion of whether or not we have 
the knack of generating excite- 
ment in our merchandising. The 


generating of excitement rarely 
takes place spontaneously. Most 


merchandise is not exciting in and 
of itself. It is only when we do 
something to bring it into the fo- 
cus of the customer that the ex- 
citement level rises. 
Merchandising excitement can- 
not be generated in any haphaz- 
ard sort of way. It has to be 
planned coldly and deliberately. 
There are several definite steps to 
follow if we really want to achieve 
success in merchandising through 
the excitement of the item pro- 
motion. 
1. Find an item which can be 
made exciting. Newness is fre- 
quently the key to finding the 
item to promote, but not al- 





















































ways. Observe your custome 
or those of your more acti, 
competitors to see which ney 
things they look at more thay 
once. When several people look 
at an item, it probably has ey. 
citement value. 
2. Give it a quick trial. Isolate 
the item from other merchap. 
dise and give it a feature dis 
play in a prominent location 
Watch the customers again ty 
see if they have continued jp. 
terest and to find out if they 
will buy it. 
3. If it seems to respond to dis. 
play, use it as a magnet to draw 
customers to the store. Gamble 
a bit and run an ad in a good 
local paper showing the one 
item only. 
4. Back it up with point-of-sale 
promotion. Promote this item 
in every way you can. Give it 
more attention than it seems to 
be worth. Don’t worry about 
your return. You are buying 
excitement and this is probably 
worth more than it costs. 
5. Expand your area of promo 
tion. Try to sell some goods by 
mail. If the item is good 
enough, you might even try ap 
ad in a national magazine. Some 
merchants have expanded to 
unbelievable proportions in this 
way. 
6. Drop it before it is too late. 
While sales are still rising on 
your hot item, you should be 
looking for the next one and be 
ready to repeat the process. Sell 
from your mountain, but don't 
overplay your hand. 

The day is long past when pros- 
pective mouse trap buyers will 
beat a path to your door. Today 
you have to go out and remind 
them that they need a new mouse 
trap and that you have just the 
one they need. 

We may not be in the business 
of selling mouse traps, but we al- 
ways need a way in which to lure 
new customers to our store. One 
of the best customer attracters of 
all time is the item promotion. 
Let’s use it before we are forgot- 
ten by customers who have been 
excited by our more outspoken 
competitors. 
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YOU CAN 


Double Your Profits 


ON DESK DICTIONARIES 


IF YOU ACT PROMPTLY © BETWEEN NOW AND MARCH 15 YOU GET 


1 FREE for 10! 


Yes, for every 10 you order you get an extra copy free. 


__HERE’S HOW IT WORKS OUT IN DOLLARS AND CENTS 
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“The experts’ dictionary” 
Officially approved at over 1,000 colleges and universities. 


NEWEST! BIGGEST! MOST UP-TO-DATE! MORE OF 
EVERYTHING YOUR CUSTOMERS WANT « MORE DEF- 
INITIONS—142,000 ¢ MORE PAGES—1760 * MORE 
THAN 3,100 TERMS ILLUSTRATED. 
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ORDER 


cost 


SELLING 
PRICE 


PROFIT 








$40.50 


$74.25 


$33.75 
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Get 33 


$119.48 


$222.15 


$103.27 
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Get 66 


$234.90 


$445.50 


$210.60 





Get 110 





$384.75 


$742.50 
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WEBSTER’S NEW 
DICTIONARY 


CLIP COUPON NOW — MAIL IT PROMPTLY 
———— OFFER EXPIRES MARCH 15,1960 


THE WORLD PUBLISHING COMPANY, Dept.™-4 
2231 West 110th Street, Cleveland 2, Ohio 


Please ship the order of thumb-indexed Webster’s New World 
Dictionary, College Edition, checked below @ $6.75 a copy less 
discount indicated, it being understood that we are to receive 
1 FREE bonus copy for every 10 ordered. 
0 10 at 40% discount 
0D 30 at 41% discount 


Name 


C0 60 at 42% discount 
C1 100 at 43% discount 





Address. 
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43 


Lee eee 





? 
1 


Letter Writing Week 
Winners Announced 

About $1,000 in cash awards has been 
distributed to 20 retail stores and to a 
display director for window displays judged 
best in the 1959 annual Letter Writing 
Week competition sponsored by the Paper 
Stationery and Tablet Manufacturers Assn. 

First prize winner of $100 in the sta- 
tioners category was H. S. Crocker Co., 
Sacramento, Calif. (see cover picture) 
Horder’s at Jackson Blvd. and Jefferson in 
Chicago won second and Schwabacher-Frey 
Co., San Francisco, won third. The H. S. 
Crocker store at Fresno, Calif., won honor- 
able mention. 





“Road to Happiness’’ theme at Strouss- 
Hirshberg and the little girl scene by The 
Book Shop, Fitchburg, Mass., won first prizes 
in the department store and specialty shop 
categories of the 1959 Letter Writing Week 
display contest. 





Among department stores, the winners 
were Strouss-Hirshberg units at Warren 
and Youngstown, Ohio, and Wiley’s, Hut- 
chinson, Kans. 

The Book Shop at Fitchburg, Mass.; 
Malcolm’s, Alhambra, Calif.; and Cresseys 
Inc., Eugene, Ore., won prizes in the cate- 
gory for gift, book and specialty shops. 

Other awards were made to variety chain 
stores and drug stores. A special award of 
$50 went to Charles Fowler, display direc- 
tor at the Strouss-Hirshberg store at War- 
ren, Ohio. 
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PRESSTIME NEWS 


The sharpest upward trend envisioned in 1960 for the stationery and office 
equipment industry is in the lease and rental of office furniture and equipment, 
according to a survey by the National Stationery and Office Equipment Assn. A 
rise of 66.6 percent in this area is foreseen for the coming year. Lease and rental 
of office machines is expected to rise 15.4 percent. 

The same survey shows that dealers expect an 8.5 percent increase in their 
total sales volume in 1960, with reports from the Far West the most optimistic, 
Gross margin on total sales is expected to rise 8 percent, and operating profit before 
taxes 17.7 percent. 

In product categories, the greatest anticipated increase affects sales of office 
machines, which are expected to rise 18.2 percent. Sales of office equipment and 
furniture are next with 10 percent. Lesser fluctuations are foreseen in other areas, 
with a sales gain of 7.8 percent forecast for commercial stationery and 6.8 percent 
for social stationery and greeting cards. 

Two new forces affecting the industry’s business picture are office automation 
and the architects growing interest in the office furniture field. 


* * 


Howarp QO. Scuaus, 54, president of Schaub Office Supply Co., Minneapolis, 
and immediate past governor of Region 7, NSOEA, died on Christmas Day, 1959. 
Services were conducted by Rev. Jack Berry, a former president and current 
chaplain of the Northwest Travelers Club. 

Other industry deaths: Witt Rogers, president of Rogersnap Business Forms 
Co., Dallas, Texas, passed away Sunday, Jan. 3; and Oscar G. Lance, Jr., a 
director of Charles G. Stott Co., Washington, D. C., died in mid-December at the 
age of 54. He joined the Stott firm in 1924 as a stockroom clerk and rose through 


the ranks. 
* * = 


Burgess, Anderson & Tate, Inc., with offices and showrooms in Zion, IIl., has 
announced the opening of similar facilities at 4260 N. Teutonia Ave., Milwaukee. 
Don Muvetu.er, formerly with Northwestern Furniture Co., and Joe AUGUSTINE, 
previously with the H. Niedecken Co., are representing B-A-T in the Milwaukee 
area. 

* * * 


A. M. (Benny) ALLEN of Chicago was officially honored in December on his 
35th anniversary with the Venus Pen and Pencil Corp. He was presented with a 


wrist watch. 
* * * 


Two new member companies of the Business Forms Institute, trade associa- 
tion of the manifold business forms industry, are The Wallace Press, Chicago, and 
Woehrmyer Printing Co., Denver. 


* * * 


A specialized college course leading to a degree in “Office Engineering” or an 
equivalent has been proposed by Frank B. Puckett, sales manager of the Colum- 
bia-Hallowell Division, Standard Pressed Steel Co. Speaking to the Stationers 
Association of Washington, D. C., Mr. Puckett made the proposal as “one long- 
range step to upgrade the office furniture industry by attracting high calibre sales 
personnel to the field.” In discussing the shortage of well trained office furniture 
sales people, he also suggested the hiring of women, who have a natural interest 
in furniture, decoration and design. 


* * = 
More than a thousand persons filled the grand ballroom of the Statler-Hilton 


Hotel in Dallas, Texas, Dec. 19 to celebrate the 50th anniversary of Ennis Business 
Forms, Inc. Special service pins were presented to employees. 
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CATALOG FREE TO DEALERS 


Electro-s- Write CARBON PAPER IS A WISE CHOICE FOR TWO IMPORTANT REASONS: 


.. You can use this Carbon Paper with 
Manual Typewriters as well! Same out- 
standing appearance; same long life. 












. . Copies made on an Electric Type- 
writer complement the original! 
They’re sharp, clean and clear! And— 


Codo Manufacturing Corp. 
Dept. M. 

Leetsdale, Pennsylvania 

(0 Send Samples of “Electro-Write” 
(0 Send Copy of Codo’s complete 


TRY IT WITH A CODO CARBON GRIPPER FOR | 
TOP RESULTS. SAMPLES FREE! 
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New York City Sales 
Rally Set for March 10 

A joint combined sales rally will be held 
March 10 at the Henry Hudson Hotel in 
New York City, sponsored by the Metro- 
politan Travelers Club, the Stationers As- 
sociation of New York and District 13, 
NSOEA. 

During the rally, the Travelers will pre- 
sent their 1960 Dealer Salesman of the 
Year award. Nominations are being sub- 
mitted by a number of NSOEA dealers in 
the 18th District. Last year’s winner was 
Robert C. Stainton, Howard W. Boise Co., 
Plainfield, N. J. 

Serving again on the committee for the 
dealer salesman contest are Wallace W. 
Fisher, Office Appliances, chairman; John 
J. Corcoran, Joseph Dixon Crucible Co.; 
John F. Fisk, All-Rite Pen, Iinc.; and Ro- 
bert S. Meyers, Binney & Smith, Inc. 


Office Furniture Dealers 
Offered Drapery Service 

The growing importance of office furni- 
ture dealers in equipping offices with both 
furniture and accessories has lead Edwin 
Raphael Co., Inc. of Holland, Mich., to 
establish a separate drapery design division 
for office furniture dealers. 

The new OFD Drapery Fabric Service 
is under the personal direction of Helen 


Raphael. To make it easier for Dealers to 
provide satisfying drapery installations for 
their customers, Raphael has created a spe- 
cial Drapery Service Kit. It contains a 
starter set of basic contemporary designs 
related to a selected variety of fabrics 
available in a complete range of attractive 
colors. 

The kit outlines a simplified method to 
enable the office furniture dealer to spot- 
light the customer’s problem and pinpoint 
the proper specifications. As a further 
service, Helen Raphael will conduct a Dra- 
pery Problem Clinic for office furniture 
dealers. 


Pittsburgh Dealer Wins 
Weekend at Grossinger's 

First prize at the 1959 East Coast Re- 
gional office machine dealers convention, 
a free weekend for two at Grossinger’s, was 
won by Mr. and Mrs. Milton Wiener. 

Competition at the Eastern OMDA meet- 
ing consisted of entering a written state- 
ment describing results of the convention. 
Judges were Dave Silvers, Bud Bills, Wally 
Fisher and George Tice. 

Mr. Wiener said: “I felt the 1959 East 
Coast Regional OMDA Convention was 
successful because everything was so well ar- 
ranged and the program was so interesting, 
and since the convention many of the ideas 
have proved to be very profitable. Also 
the writer came into close companionship 


with one of our suppliers which I am gup 
will prove profitable for both parties.” 

Noel Grover of Upper Darby, Pa., wy 
named to head the Eastern OMDA for th 
coming year. The 1960 session will be g 
Galen Hall, Wernersville, Pa. 


Royal Register Company's 
Stanley Brown Dies at 54 

Stanley Herbert Brown, 54, execu 
vice president of the Royal Register 
pany, Inc., Nashua, N. H., died sudd 
at a Nashua hospital following a brief 
ness. 

A co-founder with his brother R. D 
Brown, president, of the Royal Register 
in 1949, he headed the forms manuf; 
ing firm’s dealer sales organization 
many years and is personally known 
hundreds of stationers and printers thro’ 
out the nation. 


H. S. Crocker Expands 

The stationery and office supply firm @ 
H. S. Crocker Co., with retail stores ® 
Sacramento, Fresno, San Jose and Sm 
Francisco, Calif., has announced acquiih 
tion of the Wobbers Company of San Fray 
cisco. The purchase gives Crocker a major 
east bay outlet in San Leandro. Wobbem 
stores in San Francisco will be closed, a 
cording to Richard N. Kauffman, Crocker 
president, but some of the sales personnd 
will be retained. 





B&L MAGNIFIER DISPLAYS SEND SALES ROCKETING 


in Lynn, Mass. Store 


Mr. Arnold Shulkin of Arnold Stationery Co. writes: 
“Our B&L magnifier sales have been amazingly increased during the past six months. 
And frankly, we give the credit to these two hard-working displays. With volume now 
better than double, the large margin we work on adds up to real fine profits.” 





[fend Sfuller 


MAGNIFYING READERS 


Stores all over the country are reporting 
similar success. These displays on the counter 
“capture” store traffic . . . turn lookers into 
buyers at a handsome rate of profit. With an 
average 4 times per year turnover and a full 


p> 


key BAUSCH & LOMB 


m ae 
1 
¢é 
a 


40% margin, B&L magnifiers can make your 
profit picture brighter, too. Write today for 
complete details. Bausch & Lomb Optical 


Co., Rochester 2, N. Y. 


BAUSCH 6&6 LOMB 


Vv 


— 
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A Merriam 


always pays its way! 


All kinds of stores find that prominent 
display of Webster’s New Collegiate 
Dictionary produces fast and profit- 
able sales. Here’s why: 

* Webster’s New Collegiate is the one 
dictionary that meets all requirements 
of school, home, and office. 


e Webster’s New Collegiate is the one 
dictionary that is pre-sold to your cus- 
tomers through continuous advertising 
in Reader’s Digest, Life, Time, New 
Yorker, Newsweek, Atlantic, Harper’s, 
Saturday Review and other leading 
publications. 


Boost your profits now by setting up 
a counter display of Webster’s New 
Collegiate, the Merriam-Webster! 
There’s nothing like it for turnover, 
nothing like it for dollars of profit. 
G. & C. Merriam Co., Springfield 2, 
Massachusetts. 


CONCENTRATE ON 


MERRIAM-WEBSTER 


AND DISCOVER THE DIFFERENCE IN PROFITS 
- - - for more details circle 141 on last page 





It’s wonderful! 


NEW “SCOTCH” BRAND | 


lypewriter 
Cleaner 


Types the dirt away! 











YOUR HANDS STAY CLEAN! 
“ScoTCcH’’ BRAND’S new cleaner comes 
in a clean, dry sheet. Just roll it into 
your ty pewriter like paper. There’s 
no messy solvent, no brush, no putty 
—and no stains on your fingers, no 
spatters on your clothes. 


KEYS CLEAN UP QUICKLY. Chem- 
ically-treated fibers on the sheet pick 
up dirt, lint and ink like magic. Strike 
each key firmly three to five times. 
The whole job’s done in less than 
three minutes. Cleans type on other 
office machines, too! 


LETTERS SPARKLE! Your next typ- 


ing job will look crisper, cleaner— 
even the boss will notice the differ- 
ence. Sheets have handy perforations; 
tear off the used portion and save the 
rest. Ask your office supplier now for 
“SCOTCH” BRAND Typewriter Cleaner 
—three full 814” x 11” sheets just 98¢. 


MR. DEALER: 


Here's the ad that's launching this new 
money-making product for you in February 
issues of OFFICE and TODAY'S SECRETARY. 
Ask your 3M Representative about 
"SCOTCH" BRAND Typewriter Cleaner today. 





“SCOTCH” IS A REGISTERED TRADEMARK OF THE 3M CO. 


Mitanesora Jffinine ann ]\ffanuracrurine company EXD 
+++ WHERE RESEARCH IS THE KEY TO TOMORROW 
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Public Relations Program 
Adopted by NSOEA for 1960 

A public relations program will be in- 
stituted in 1960 by the National Stationery 
and Office Equipment Assn., following a 
unanimous decision by the executive com- 
mittee. 

NSOEA President W. Neill Stewart, Jr., 
of Stewart Office Supply Co., Dallas, Texas, 
has announced that the New York public 
relations firm of Sol Zatt and Co., which 
has been specializing within the stationery 
and office equipment industry, has been 
engaged to plan and execute the new pro- 
gram. Mr. Zatt will supervise it personal- 
ly. 

Chief goals of the program, Mr. Stewart 
said, are to give NSOEA and its individual 
members the stature warranted by their 
service and importance to American busi- 
ness, and to identify the dealer as a pro- 
fessional authority on office systems, equip- 
ment and supplies. 

The program will focus attention on what 
the Association stands for, how it bene- 
fits the dealer and how he, in turn, in- 
fluences business efficiency. A news bureau 
will be organized to distribute statistics 
and pertinent information of the stationery 
industry to the nation’s press on a régular 
basis. 

The public relations program also will 
seek to develop a school promotion pro- 


gram for dealers, at the community level, 
and to develop industry attitudes on office 
automation and publicize them. 

A special function will involve strong co- 
operation with the activity of the 14 re- 
gions of NSOEA, particularly with regard 
to their annual meetings. 


New York Dealer Reports 
Theft of Typewriters 

Adolph Morse of the Typewriter Circle 
Co., 87 Walker Street, New York 13, N. 
Y., has asked the cooperation of other 
dealers in locating a number of typewri- 
ters which were stolen from his shop the 
night of November 20-21, 1959. 

Missing machines include new Under- 
wood Leader model portables in blue color 
and with pica type bearing serial numbers 
C.C. 2880627, 2881141, 2903578, 2904499, 
2904873, 2904969 and 2920867; Underwood 
De Luxe portables with pica type and 
serial numbers A.G. 2877919 and 2878092; 

Used portables missing are a Smith Coro- 
na Silent Super with bulletin type and 
serial no. 5-T 214285; Smith Corona Sterl- 
ing, script type, no. 5-A 326433; Royal 
Arrow, No. CG 2220306; Royal Aristocrat, 
pica type, Nos. RB 3047212 and 3498680; 
and Royal serial no. DM 232598. 

Used standard 
taken include a Royal with 14” carriage, 
elite type, refinished in gray and serial no. 
K.M.M. 3188126, and the following used 
Underwoods: 


typewriters which were 


Standard 11” carriage with serial nq 


6012467, 6059061, 6060800,  6O775q 
6151547, 6156305, 6316200,  63163q 
6325864, 6394680 and 6426530; jp 


carriage with serial nos. 6181803 aq 
6472627; Gray De-Luxe model, 11” carrigg 
and serial nos. 6502205, 6502257 ay 
6514272; Gray De-Luxe with CCC ig 
carriage and serial no. 6791877; 
Underwood Model No. 150, 11” 


Carriage 
and serial nos. 7501348, 7520637, 75233 
7523547, 7523650, 7524360, T5247 
7524823, 7524889, 7525279, 7525900 
7529563, 7583774, 7714283, T7343%, 
7741912, 7743158, 7733099 and 7779575; 


Underwood Standard, 11” carriage, mo. 
del no. 150, serial nos. 7848404 and 784849 
with 4-pitch spacing and large bulletin type 
serial nos. 7739003 and 7741039 with 1» 
pitch spacing and elite Victoria type; 

Underwood standard, 15” carriage, mode 
no. 150, serial no. 7637647, 9-pitch spacing 
and Italic type. 


Store Manager Named 

Harry B. Christensen, 35, formerly 
Seattle district manager for Royal McBe 
Corp, has been named manager of th 
L & L Typewriter and Office Equipment 
Co., Denver, Colo. 

Al Loveless, who built the company ip 
14 years from a small repair shop toa 
business with $350,000 annual volume, died 
last spring, shortly after branching out into 
the office furniture field. 
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PLENTY OF PROFIT IN SELLIN 


CEL CHANGEABLE LETTER 
BULLETIN BOARDS 


CORK AND CHALK BOARDS, NAMEPLATES, METAL 
SIGNS, OFFICE ACCESSORIES...With such a complete 
line of Bulletin Boards and Directories, DAV-SON 
gives you the widest possible sales opportunity. No 
matter what your customers need, you can meet 
their requirements with the largest, the finest, the 
best known line of its kind now on the market. 


stock necessary! 


SINCE 1932 


A. C. DAVENPORT & SON, INC. 


Dept. MS 311 North Desplaines Street . 


Chicago 6, Ilinois 





WRITE today for complete literature and details on 
DAV-SON's profit-maker franchise. No inventory . . . no 


AMERICA’S MOST COMPLETE LINE... DAV-SON 


NOTICE 
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Telephone: STate 2-6683 
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Kistler Opens Branch 

The W. H. Kistler Stationery Co. of 
Denver has opened a branch in Colorado 
Springs to expand its office furniture, sta- 
tionery and printing services in the Pikes 
Peak area. In charge of the Colorado 
Springs showroom is Carl Lundberg, Kistler 
representative in the area for the past 10 
years. The company operates two stores in 
Denver 


Handwriting Foundation 
Hears Research Report 

A report on seven years of research in 
handwriting was presented at the fifth an- 
nual meeting of the Handwriting Founda- 
tion in Madison, Wis. 

A team of more than 20 researchers had 
worked with over 100 adults and children 
to study legibility, penmanship system, 
pen pressure and other aspects of hand- 
writing. Virgil E. Herrick was chairman 
of the committee on research in handwrit- 
ing, and John Guy Fowlkes, was adminis- 
trative coordinator. Both are professors 
of education at the University of Wiscon- 
sin. 
The findings include: 

Girls generally write more legibly than 
boys. 

Handwriting frequently deteriorates be- 
tween the sixth and tenth grades, and then 
often improves due to a_ motivational 
change and a recognition of the need for 
legible writing. 


Handwriting speed is not related to in- 
telligence. 

The amount of pressure on the pen 
point, whether light or heavy, is not re- 
lated to handwriting legibility, or to intel- 
ligence. Fast writers, and slow writers, 
write the heaviest, while average speed 
writers use the lightest pressure. There 
generally is a slight increase in pen pres- 
sure as the writer moves to the end of the 
sentence. 

A survey of the nation’s schools reveals 
that many different forms of the same let- 
ters and number are being taught, depend- 
ing on the penmanship system used. For 
example, five distinctly different forms of 
E, M, g, p and y are taught. Greatest 
variation is found among upper case, or 
capital, letters. 

The research was supported by the 
University of Wisconsin, the U.S. Depart- 
ment of Health, Education and Welfare, 
and the Parker Pen Co. Professor Herrick 
received the Foundation’s Annual Award. 

The Handwriting Foundation, a non- 
profit group, was formed in 1955 to pro- 
mote a greater interest in handwriting. 
Two members of the writing instrument 
industry who were elected to its board 
this year are George Bartol, C. Howard 
Hunt Pen Co., and John D. Horne, Eber- 
hard Faber Pencil Co. Board members 
who were re-elected to two-year terms in- 
clude Albert G. Frost, formerly of Ester- 
brook Pen Co.; Wilbur K. Olson, W. A. 
Sheaffer Pen Co.; Richard Holznecht, 


Parker 
Scripto, 


Pen Co.; Charles 
Inc., Robert N. 


K. Lovejoy, 
Wood, Ester- 


brook Pen Co.; and Julius M. Kahn, Da- 
vid Kahn, Inc. 





Millions of one-millimeter Carboloy cement- 
ed carbide balls, like these, are produced 
for ball pen manufacturers by General Elec- 
tric’s Metallurgical Products Department. 
When first produced they cost more than $1 
each. Now they are mass-produced and cost 
a fraction of a cent. Carbide, the hardest 
metal made by man, is used to provide a 
lasting textured surface that eliminates skip- 
ping. 








* 
Chemi-’SUPER”’-Jet Marker 


U.S. PAT. PENDING 


CARTRIDGE REPLACEABLE 


79 ¢ EACH 


Complete with cartridge 
INDIVIDUALLY BOXED 


PACKED: 12 TO DISPLAY BOX 
1-COLOR & ASSORTED 











5%" LONG 


INDIVIDUALLY 
BOXED 


12 TO DISPLAY 
BOX 
1-COLOR & 
ASSORTED 


S5C cach 


Chemi-"’SUPER”’-Jet 
FELT TIP NIBS $1.20 
CHISEL POINTED Doz. 
fue Om FAURE 
PACKED: 2 


12 NIBS TO PACKAG 
12 PACKAGES TO 
DISPLAY BOX 





Chemi- 
“SUPER’’-Jet 
CARTRIDGE 


REFILL IN 10 
BRILLIANT COLORS 


10 BRILLIANT COLORS 


BLACK ® BLUE ® LT. BLUE © PURPLE © GREEN 
RED © YELLOW ® ORANGE ® PINK © BROWN 


OF 
WATER-PROOF 
SMUDGE-PROOF 
PERMANENT 

INSTANT DRY INKS 
WRITES ON ANYTHING 
Featuring ... 


™ UNBREAKABLE PLASTIC BODY 


™ DESIGNED TO FIT HAND LIKE A PEN 


™ SPECIAL BUILT-IN CAP HOLDER 






















NEW! 
AMAZING! 


IMPORTED 


Chemi- Jet 
MARKERS . 


U. S. PATENT PENDING 
Can’t Be Beat 


For 


TEGRE SALES COMPANY, INC. 


13 WEST 30TH STREET 





Chemi-Jet Marker 


INDIVIDUALLY BOXED 
PACKED: 12 TO DISPLAY BOX 


ALUE - 
PERFORMANCE 


Secret formula ink, Chemically-treated Felt Tip 
“MAKES .THE DIFFERENCE” 


MANUFACTURERS 
EXCLUSIVE IMPORTS 


NEW YORK 1, 


* 
Chemi-Jet “TRIO” Markers 


U.S. PENDING 


3 POPULAR COLORS 
CAPS INDICATE COLOR 
* BLUE 
* RED 
<4 * BLACK 
COMPLETE WITH REUSABLE 
PLASTIC HOLSTER CAS 


ONLY $1.25 PER SET 
PACKED: 12 SETS TO DISPLAY BOX 


PAT 


U.S. PAT. PENDING 


onty 39¢ k 










1-COLOR AND 
ASSORTED 


3,"" LONG Bis 


o ¥ 


Window Display 
is furnished 
on request. 








N.Y. 
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ee Office Interiors Firm The company’s name was changed ty 
Opens New Quarters identify more clearly its main function 
: . the design and installation of the comply 
Arlington Manufacturing Co. : Puget _— — a Inc., at office. 
Form Illin i M n acoma, aang on, : ormer y cnown as . | ‘ 1 1 l = P; l A 
A ed by ——— , — Puget Sound Office Equipment, Inc., re- A staff a +o See Sy G 
Arlington Manufacturing Co., of Elgin, ‘te’ executive vice president and general 
; ns : cently held open house in its new quarters ; . 
a newly formed [Illinois corporation, has at 1144 Pacific A ager, includes design, decorator and col 
announced its entry into the school equip- ss a ee (Continued on Page 42) 
ment and stationer markets. 


The company’s products are portable 
framed chalkboards and bulletin boards; 
chalkboard and tackboard for classroom 
installation; aluminum trim and accessories 
They are to be sold through national dealer 
organization. 

Officers are Ward J. Siewert, president; 
Robert K. Opie and Robert J. Knaak, vice 
presidents. All three men were formerly 
employed by E. W. A. Rowles Co., Arling- 
ton Heights, Illinois. Offices are located in 
Elgin Tower Building, Elgin, IIl.; factory 
in East Dundee, Il. 


Pomerantz Names Officers 

C. R. Thomas has been appointed chair- 
man of A. Pomerantz & Co., Philadephia 
stationers, while Richard D. Pomerantz 
continues as president. J. J. McCabe, 
former secretary, was named sales vice 
president; E. W. Scheer, former manager 
of the printing division, became manu 
facturing vice president: J. W. Patton and 
Elmer Rees moved up from contract sales 
to vice presidents; and Lester Pomerantz 
from assistant secretary to secretry. 


Puget Sound staff includes, front row, Harold E. Dahl, Mrs. Gyda Langlow and Paul A. 
Gray; back row, George J. Mansfield, Herbert S. Bratton, R. B. Westacott, George Kanarr, 





THIS NUMBER MADE THE DIFFERENCE! 


Our Typewriter Ribbon Sales Jumped 29% 


Our Sales People Now Sell Typewriter Ribbons 
Easily, Quickly, and Efficiently 


Customer Error in Selection is Eliminated 


Double Stocking is Ended 


Because Of This MODERN Merchandising 


® 60 most popular ribbons on just 12 spools 
® Each spool has a Re-order Number 
® You buy and sell by the number—that’s all 
@ FREE Ribbon Selection Charts 
ate el temeeett Hoek and Gudesary Co. hock: @ 2 Colors: Black; Red-and-black 
sscesecy ® 1 All-purpose inking 
® Your choice of Nylon or Cotton 
®@ Private imprinted boxes available 


“Thanks to your modern merchandising system, we are 
now selling more typewriter ribbons than at any time in 
our 91-year history. Why? Because the catalog numbering 
system developed by you makes it easy. We eliminate 

ouble stocking—we buy and sell inked ribbons only by 
a number; no other nomenclature is required. And best of 


all, the boxes are imprinted with our own brand name.” 
ROCHESTER RIBBON & CARBON CO., INC. 
We Can Do The Same For You Manufacturers Since 1927 


Write Today For The Facts DEPT.MS BOX 1212 ROCHESTER 3, N.Y. 
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FREE for you! Just published! 


complete with essential facts 


CONTINUOUS 
GREETING 
CARD 
FIXTURES 

















e HOW TO INCREASE CARD SALES FAST 
e HOW TO GET FREE PROFIT PLANNING 


The most exciting booklet ever published on Panoramic 
store modernization. Now you can see for yourself without 
obligation. Gibson Panoramic is most talked about greet- 
ing card development in a decade. Be sure you get the facts. 


a osc a FREE! ! MAIL TODAY 


READ THIS: 
©8% more card display @ Indestructible Formica 
@ Full flow continuity @ No fixed separators 


MR. FRED WAGNER, V. P. 
The Gibson Art Co. 


Chtinnetl St, Ohie | Send Free Booklet 








@ No double fixture ends 


+ GIBSON ART COMPANY © CINCINNATI 37, OHIO 


NAME 





STORE 





ADDRESS 





CITY. ZONE__STATE___ 
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consultant talent. 
In moving te its new location, the com- 
pany took ever one 50-foot four story build- 






The grand opening was announced in 
large newspaper ads. 








a RG ots AE own design department for the display and Pencil Week Promotion 

sale of office furniture. The result shows Kit Available Free 2 

(Continued from Page 40) people of the area what can be done with A merchandising and display kit 

existing premises, to create fine attractive taining 22 separate pieces, described agi 
office interiors. most elaborate ever distributed in 





ing and one 25-foot four story building, 
formerly occupied by an amusement house 
and a tavern. The exterior and interior 
were completely remodeled by the firm’s 
















































This is part of the display area in the new 
quarters of the Tacoma firm. 













to March 5. 








stationery field, has been prepared for 
1960 observance of Pencil Week, Feb, 


This is the third year the promotion hy 
been sponsored by the Lead Pencil Mam 
facturers Assn. First prize in the di 
and promotion contest this year will bey 
ten-day trip for two to Spain. 

The kits are designed to help retaily 
stimulate conventional markets for pengk 
and open the door to new sales. 
are materials for window, door, counter a 
overhead displays, advertising mats, pub 
city ideas, tips for salesmen and _ prole 
sionally developed display ideas. 

The kits are available free to all ® 
tailers of pencils from the public relation 
firm which is conducting the event, Banne 
& Greif, 369 Lexington Ave., New York? 

















As advertised in LIFE POST 
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...when you sell Listo, the 

marking pencil that writes on 

glass, metal, cellophane—anything! 
No wonder it’s America’s best-selling 
marking pencil! Make Listo 


a best- seller for you. 


Refills in 6 flash colors 














UISTO PENCIL CORPORATION, ALAMEDA, CALIF. 
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? 
NEW! No. 210 
: Standard Stapler 
Ps aA $5.50 in color * 
: ses :@ “ ; $6.50 in chrome 


*Prices subject to F.E.T. 


Why limit your profits by selling to only part of the vast stapling 
WITH THE machine market? The sky's the limit when you carry the complete 


Arrow line — over 30 models of staplers, tackers and pliers that 


© ‘ ; : 
Far-Reaching cover all your prospects in office, industry and home. Arrow 


precision-built quality is preferred by more people than any other. 


It's the complete line designed to bring you steady repeat staple 
NATIONALLY ADVERTISED business! SOLD ONLY THROUGH THE TRADE 


Brrow NATIONAL ADVERTISING PRESELLS MILLIONS 
; S 


STAPLER LINE 


ARROW FASTENER COMPANY, (NC. 


One Junius Street * Brooklyn 12, N. Y. 
“PIONEERS AND PACESETTERS FOR OVER A QUARTER CENTURY” 
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Montag Affiliates With 
Champion Paper Co. 

Montag Brothers, Inc., Atlanta, Ga., and 
The Champion Paper and Fibre Co., Ha- 
milton, Ohio, have announced a plan to 
exchange common stock under which the 
two companies will become affiliated. 

Under the plan, Montag, one of the 
nation’s leading manufacturers of school 
supplies and stationery, would become an 
independently managed — subsidiary — of 
Champion, a major producer of fine print- 
ing and converting papers. There would be 
no change in Montag management, person- 
nel or policies. 

Montag each year uses a large quantity 
of Champion papers in making its “Blue 
Horse” line of school tablets and pads. 

The Atlanta company was founded in 
1889 by Sig Montag and four brothers. 
Harold E. Montag, son of Sig Montag and 
present chairman of the board, built the 
company to a point where it employs 500 
people in an ultra-modern, seven-acre plant. 


Minnesota Store Enlarged 

The grand opening of the remodeled and 
enlarged stationery store of Jones & Kroe- 
ger Co., Winona, Minn., was held recently 
The remodeled store is double the former 
size. Manager is Leonard W. Dernek, as- 
sisted by Robert Kennebeck. 


WHEN YOU SELL 


AQUABEE... 


AMERICA’S MOST COMPLETE LINE OF 


A group of office equipment dealers posed for a “graduation” picture after attending 
selling course at Hamilton, Ohio. Shown are (front row) Paul Wabler, Roth Office Equi 
Co., Dayton; Harry A. Collot, Missing Link Key Shop, Miami; Jack Raque, O'Connor & 
Louisville; William Wagener, Doubleday Brothers, Kalamazoo; David Adkins, Morgan's, 
ington, W. Va.; Lou Ohlerich, The Gerrie Press, Sault Ste. Marie, Mich.; Bob Grizzell, Mo 
(center row) O. R. Laitilen, Spokane Safe & Lock Co., Spokane; R. L. Fleenor and Mrs, 
nor, Typewriter Sales & Service, Bristol, Tenn.; George Keller, Haines & Essick, Decatur, 
John Phelps, Mayes Printing Co., Pensacola; David House, Kelley Office Equipment Co., 
ing Green, Ky.; Rudy Liebsack, Grand Island Typewriter Co., Grand Island, Neb.; Jim 
Morgan's; (third row) Edmund Petre, Toepfer Safe & Lock Co., Milwaukee; David L. C 
den, Battle Creek Office Equipment Co., Battle Creek; Richard Haycock, Mansfield Type 
Office Supply, Mansfield, Ohio; Phillip A. Councill, Morton Marks & Sons, Richmond, Va.; 
Boline, Haines & Esseck; Jim Liston, Liston’s Safe Key and Repair Shop, Texarkana; Bob 
Cullough, Lamb Printing & Stationery Co., Beaumont, Texas; Richard Olsen, Hazen’s @ 
Equipment, Portland, Conn.; Earle Garrison, F. J. Heer Printing Co., Columbus, Ohio; and 
Smith, Morgan's. 


You Get 
SAME DAY 
SERVICE 


a wn £ 


SEALS 


NOTARY and CORPORATION 


No. 1 Pocket Seals 


QUALITY PAPERS FOR THE DRAFTSMAN 


* GRAPH SHEETS TRACING PAPERS 
* CROSS SECTION PAPERS 


* PLANETABLE PAPERS 


DEALERS! Send for free samples and Price List! 


N) 
ifEE PAPER CO., INC. 


ep Ga lehl ae 7 t+ 7 Viens. Ban m 


SILK SCREEN PARCHMENTS 
LAYOUT PAPERS 
ACETATE SHEETING (CLEAR OR MATTE) 


PROFILE PAPERS 8 00 
a so. i DEALER DISCOUNT 40% 
LOUIS MELIND CO. 


3524 N. CLARK ST. CHICAGO 13 
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vill the finest... the quality of REMINGTON RAND...at a new low price... 









advertised at 


® totaling capacity 999,999.99 
® twin total and add bars 
® direct subtraction 


® speed multiplication 


* desk-to-desk portability 
® automatic ciphers 
® quiet operation 


® self-correcting keyboard 


169°. 


new : 


MINGTON RAND —~ 


lectric Adding 
Machine! 











90 


e heavy-duty construction 


e rust-resistant mechanism 


e@ 19% lbs., 14” long, 9” wide, 


7” high 


@ Remington Rand Warranty 


MAIL COUPON TODAY! A 
just completed marketing 
test for the new, low-priced 
Remington Rand Adding 
Machine was a complete 
sellout. First Dealer Cou- 
pons received first served. 





ba 
‘i : 
si 
ee 
J 





DEALER’S COUPON 
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Adding-Calculating Machines Division 


Remington. Fland. 
DIVISION OF SPERRY RAND CORPORATION 


315 PARK AVENUE SOUTH, NEW YORK 10,N. Y. 


Yes, | am interested in a full-line dealership for Remington Rand 
Adding Machines. Please have a Remington Rand Representative call 
on or about the following date. No obligation of course. 


Date 


Firm Name 
Signature. 


Address. 
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Ticonderoga Pencils 
Given New Look 

Ticonderoga pencils have taken on a 
modish new appearance as a result of a 
series of tests and surveys recently under- 
taken by the Joseph Dixon Crucible Co. 

To enable consumers to tell one pencil 
lead from another, Dixon is now imprint- 
ing its Ticonderoga pencils with the words, 
extra soft, soft, medium, hard or extra hard. 
A green colored panel stamped on the wood 
— along with the standard numeral and 
letter designation — now makes identifi- 
cation simple for both retailer and con- 
sumer. 

The old style coding system used by 
most manufacturers was much too compli- 
cated for the public, according to the find- 
ings of the Dixon survey, which disclosed 
widespread unawareness among consumers 
of the meaning of such designations as 1B, 
4H, 2H, etc. 


Rochester Stationery Co. 
Opens New Showrooms 
Rochester Stationery Co., Rochester, N. 
Y., recently began its 40th year by open- 
ing new and redecorated facilities. 
Officially opened were newly-decorated 
office furniture showrooms, a new systems 
and procedures division, and a subsidiary, 
Business Methods, Inc., which handles 
Thermofax and microfilm equipment. An- 





other affiliate, National Contract Supply 
Corp., has a new showroom for its school 
equipment business. 


Great Lakes NOFA Area 
To Convene February 19 

The fifth annual Great Lakes NOFA 
Area Conference will be held Friday, Feb. 
19, at Henrose Hotel, Cadillac 
Detroit, Mich. 

Roger W. Young is the area chairman; 
W. H. Bretzlaff, Jr., is co-chairman; and 
Vernon Stough is president of the Detroit 
NOFA chapter. 

The conference session will be held in 
the afternoon, followed by a cocktail party 
and dinner. This arrangement is expected 
to permit more dealers and dealer sales- 
men to attend without too much time away 
from business. 


Square, 


Governments Blamed 
For Excess Paperwork 

Rep. John Lesinski (D., Mich.) and his 
Post Office and Civil Service Subcommit- 
tee on Census and Government Statistics 
have issued a report on the impact of 
paperwork imposed on business by the 
Government. While not underestimating 
the importance of Government statistics, 
they claim that the Government demands 
too many, often overlapping reports. 

The subcommittee also stresses the fact 
that the Government fails to take into ac- 
count the cost to business of preparing the 





HARDWOOD RULERS 






delivers Quality, 
Variety, Consistently 


Senco’s new precision-matic machines 
turn out rulers of uniform top quality... 
guarantee you extras that mean faster 
turnovers ...more “money in the till.” 


MAKE Selling Rulers PAY 


Ask your nearby jobber about 
the profit-making Senco deal. 


#Only Seneca Novelty Co., Inc., makes SENCO Rulers 
SENECA NOVELTY CO., INC. e 52 MILLER STREET e SENECA FALLS, N.Y. 
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reports requested. The paperwork probly 
is further complicated by the demands g 
state and local governments for the say 
information requested by the Federal Gp. 
ernment, but in a different form. The gy 
committee suggests that an office of statis 
tical standards be set up in all state gy. 
ernments and in larger cities to coordingy 
information gathering, not only amoy 
themselves but with the Federal Goven. 
ment. 

The report shows that more than 
agencies are involved in the Federal statis 
tical system, which is distinguished ty 
decentralization and complexity.” 











Wilkes-Barre Dealer 
Retires From Presidency 

Forty years of service to the office equip. 
ment and supply firm of Deemer and Cy 
Wilkes-Barre, Pa., will end Jan. 31 wit 
the retirement of H. B. DeWitt, who ha 
been president of the company since 198) 
He will continue as a member of the boar 
of directors. 

Succeeding to the presidency is Georg 
W. Miller, who started with Deemer ani 
Co. 1921 and has served as vice president, 
director, and manager of the company’ 
branch store in Hazleton, Pa. 

Under Mr. DeWitt’s administration dw. 
ing the past 22 years, the company grer 
to be one of the largest and most widely 
known organizations of its type in North- 
eastern Pennsylvania. 








3, 3 
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As we enter 
our 
forty-second year... 


We offer to the office supply industry, a line of record storage filing equipment 
that is complete. The designing and manufacture of these specialized products 
is our entire business . . . not a sideline. 

As a result, our products are engineered to meet the needs of today’s business 
in the retention of office records. We make it our policy to research and develop 
for you and your customers quality products priced competitively but, most im- 
portant, tailored to the changes in business paper work procedures. 


Our sole channel of distribution is through the established stationery and office equip- 
ment dealer. To facilitate distribution we have established selective wholesale sta- 
tioners who carry generous stocks to serve you quickly and reduce your landed cost. 


Augmenting this is a merchandising program that in 1960 will put our 
advertisements in such respected business publications as Business Week, Dun’s 
Review & Modern Industry, Nation’s Business, The Wall Street Journal, The Office, 
Today's Secretary, Business Education World, Office Management, Management 
Methods, Modern Office Procedures, Burroughs Clearing House and others. The 
ads are consistent and effective. Their aim . . . to produce sales results for you. 


In addition, Dealer Sales Helps have always been an important part of our 
promotional program and this year we have some excellent material for you. 
We hope you will avail yourselves of these aids. 

As we enter our forty-second year in the industry, we would like to state 
unequivocally that we like doing business with the stationery and office equip- 
ment dealer. We recognize you as independent operators in one of the very few 
segments of the national economy that remains an individual effort. 

As manufacturers we are making a sincere effort to provide you with prod- 
ucts, policy and promotion, of integrity and effectiveness. We depend upon you 
to bring our recerd storage filing equipment to the consumer. 


“ERS } 
=. 9%. BANKERS BOX COMPANY 
“ ¢ 2607 North 25th Avenue « Franklin Park, Illinois 
he 
OpuUC 


Record Storage Equipment Since 1918 
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Suppliers Announce Plans 
To Expand, Build, Merge 

Minnesota Mining and Manufacturing 
Co. will build a 10-million-dollar, 14-story 
administration building at its research cen- 
ter just east of St. Paul, Minn. Site pre- 
paration has begun and the building is 
expected to be completed early in 1962 
Company sales in the first three quarters 
of 1959 totaled $323 million for 3M. 

Lyon Metal Products, Inc., Aurora, IIl., 
has purchased a two-year-old manufactur- 
ing plant on the West Coast. It covers 
160,000 square feet, has 16 acres of land 
for expansion and is located 18 miles from 
downtown Los Angeles. Until manufactur- 
ing starts there late in 1960, the new plant 
is being used by the Los Angeles district 
sales staff and warehouse operation. 

Keuffel & Esser Co. has established 
Keuffel & Esser of Colorado, Inc., a new 
subsidiary branch in Denver to serve the 
area. K&E products formerly were distri- 
buted in Denver by the Kendrick Bellamy 
Co. 

Interchemical Corp.—Copying Products 
Division is the new name of the former 
Ault & Wiborg Carbon & Ribbon Division 
of the same company. The new name re- 
flects the division’s expanded list df pro- 
ducts. 


Cottonsmith Furniture Mfg. Co., Win- 












ements 





A full range 
of Moderately 
Priced Machines 
for Every Use. 
Backed by Our 
Nation-Wide Sales 
and Service 
Organization 


Model OR 


‘ ~~ Model EvMs a _ a | 
FOR A BETTER DEAL see 4 | 
» Weite today bor: Cory aed st Dralecsile Vien | 
: _ CONTROL SYSTEMS, INC. 


oe _5 Beekman Street + 





New York 38, N.Y. 





MONEY-MAKERS | 
Now Offered to Dealers! 


ston-Salem and Lincolnton, N. C., and the 
David-Raymond Co., High Point, N. C., 
combined their facilities in an in- 
tegrated selling organization called Fleet- 
line, Inc., to offer dealers “the most com- 
prehensive and correlated wood office fur- 
niture line in the country.” A total of 
seven showrooms is contemplated through- 
out the United States. 

The Herold Products Company, Inc., has 
officially changed its name to Spartus Cor- 
poration in order to achieve greater brand 
acceptance. 

Ennis Business Forms, Inc., has started 
an extensive expansion-modernization pro- 
gram at its Eastern Division plant at Chat- 
ham, Va. Ground was broken late in 1959 
for an $80,000 addition to present build- 
ings. 

Adrema Limited, one of the United 
Kingdom’s leading manufacturers of busi- 
ness machines and systems, has been ac- 
quired by Farrington Manufacturing Co., 
Needham Heights, Mass. Farrington of- 
ficials said the move strengthens their posi- 
tion in the data processing field by broad- 
ening their range of business machines de- 
signed to create input media. 
new member companies of the 

Forms Institute are Business 
Forms Printing Company of San Diego, 
Inc.; and Nebraska Salesbook Co. and US. 
Business Form Co., 
Lincoln, 


have 


Two 
Business 


divisions of Compto- 


Neb. 


meter Corp., 





Manufacturers Announce 
Promotions, Appointments 

S. P. Bland has been named to a n 
created post as northeastern regional gale 
manager for the Remington Rand Portabl 
Typewriter division of Sperry Rand Corp, 
with offices in New York. He joined th 
company as a salesman in Chicago in 1949 

Ernest M. Raasch has been promote 
from assistant sales manager to the newly 
created position of marketing manager ¢ 
the pencil sales division of the Joseph 
Dixon Crucible Co., Jersey City, N. J 
manufacturers of Ticoaderoga pencils and 





Faitoute 


He succeeds David 


Raasch 


other writing supplies. 
C. MeMillin, who 


was recently elected 

marketing vice president. 
Ralph E. Faitoute has joined Anderson 
Hickey Co., Nashville, as sales manager, 


He was with Wilson-Jones Co. in variou 
(Continued on Page 50) 
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double-ender 


BALL POINT PEN 


A superb writing instrument! Attractively styled wood 
barrel finished in red and blue with gleaming brass 
nosepiece. As inexpensive as a disposable pen, yet re- 
fillable.” Packed a dozen to a self-selling display ‘box. 
Refills in individual envelopes. Write for leaflet. 


WRITES. BEAUTIFULLY ! 
£0) Ov fele):: 


KOH-I-BALL 








* . 
oe) 






Bloomsbury, WN.) 
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PRO FIT in desk lighting is the boldest achievement of America’s best designed 


incandescent-fluorescent lamp...Amplex Trombolite! This unique 
lamp with its ingenious tilting, swinging, spinning, swiveling, extending lamp core puts the right 
light where it’s needed most. You profit in sales to homes, offices, plants, work rooms with 
Trombolite’s four different models in five different colors. Read about the profitable story, today, 
in our newest brochure. Desk models—$34.25 less lamps 


Write for new brochure: 
Amplex Corporation 
214 Glen Cove Rd. 
Carle Place, L. I., N. Y. 
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a 
(Continued from page 48) 
production and sales capacities for 12 years 
and then spent 18 years with the Chas. G. 
Stott Co. of Washington, D. C., as sales- 
man, retail stores manager, government 
contract department manager and in other 

responsible positions. 

Oxford Filing Supply Co. has assigned 
Anthony C. Imburgia to join Harry Ar- 
mitt in covering the Northern New Jersey 
territory. Mr. Imburgia was formerly in 
charge of Oxford’s New York Training 
School and manager of consumer research. 

Charles L. Shanholtzer has been ap- 
pointed sales manager of Western Manu- 
facturing Co., Aurora, IIl., according to a 
recent announcement by R. R. Bentson, 
president. 

Ralph T. Soulby, formerly with Venus 
and Eberhard Faber, has been appointed 
general sales manager of White & Wyckoff, 
Holyoke, Mass., manufacturer of writing 
papers. 

Hal Cole, southeastern manufacturers 
representative, has signed a _ long-term 
lease for showroom space in the new Atlan- 
ta Merchandise Mart building, now under 
construction. Among lines he will show in 
his sixth floor space are Arnart Imports, 
S. K. Smith Co., and Leatherlines, Inc. 

Directors of the Underwood Corp. have 
elected Ugo Galassi of Italy to be president, 
following Olivetti’s recent acquisition of a 






Barrett 


substantial interest in Underwood. Guido 
Lorenzotti has been elected an Underwood 
vice president. 

Regna Cash Registers, Inc., has ap- 
pointed Richard (Dick) E. Barrett district 
manager to serve adding machine, cash re- 
gister and safe dealers in the three Pacific 
Coast states. 

J. A. (Jack) Heenan has joined the sales 
organization of Associated Stationers Sup- 
ply Co. and has been assigned the com- 
pany’s western Michigan territory. 

Earl Doxsee has been named vice pre- 
sident and general manager of the Tez-N- 
Set Manifold Co., Arlington, Texas. The 
firm also announced plans to build its 
dealer-distribution organization for custom 
and stock carbon interleaved business forms 
to a national level. 

Philip J. Flynn has been appointed sales 
manager of the Metal Specialties Manufac- 
turing Co., Melrose Park, Ill. He formerly 





served as sales manager of Vail Mfg. ( 

Jayem Sales Corp. has appointed Toy 
Dopke, 7735 Jeffery Blvd., Chicago, ag iy 
new representative for four north centy 
states. 

Morris Kule, formerly with Brown, 
Block Prints, has been appointed direct, 
of marketing for Oz Greeting Cards, ly 

New sales manager of Peerless Impeng 
Ribbon and Carbon Co., Newark, is Py 
J. Dopke, who started with the compay 
in 1948 as a salesman in the Chicago am 

The General Fireproofing Ce. has » 
pointed H. C. Williamson as New Yo 
branch manager and H. C. Barrett as Ba 
ton branch manager. 

The Fred Baumgarten line of exclusiy, 
imports is being shown in the new Tn& 
Mart in Dallas by Mrs. Carolyn Raip. 
water who has established a permane 
showroom there. Four other Fred Bayp. 
garten showrooms are at the home offic 
in Atlanta; in New York, J. Kenneth Zahp 
Rm. 1104, 225 Fifth Ave.; in Chicago, Th 
Zangs Co., 1598 Merchandise Mart; ap 


Westood Blvd. and Room 607, Brad 
Shops. 
Sales Manager Dies 


Eugene L. Rosenberry, sales manager o 
the Koh-I-Noor Pencil Company, In, 
Bloomsbury, N. J., died in November. 
joined Koh-I-Noor in 1951 and had ben 





The Business Game goes smoothly 















Nu-Vise 
yect WG 
PREIGNAL 


for “V ertice 
Records 


when moves are signalled b 


a 


In regular 100-Pack. And in handy 
20-Pack Display Cartons. 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 
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distributors to sell. 


now closed to new 


catalog. 








There are four reasons why 
BAY is the fastest growing 
company in the field of 
steel shelving and shop 
equipment manufacturers: 
better products, lower 
prices, quicker delivery, and 
sensible sales policy. Our 
system of limited franchise 
distribution and complete 
distributor protection 
insures freedom from 
wanton price cutting—and 
leaves us free to make 
finer value products for our 


Even though some areas are 


distributors, we'll still be 
glad to send you our 

See for yourself 
what has made BAY grow! 


BAY PRODUCTS DIV. 


AMERICAN METAL WORKS, INC. 
1818 West Cambria St., Phila. 32, Pa. 


associated with the stationery industry 
throughout his career. 
immediate 
shipment on 


complete line 





WORK BENCHES 


STEEL SHELVING 
HANDICABINET® 
BENCHES 
STOCK CARTS 
SERVICE TRUCKS 
STACKING BOXES 
PARTS BINS 
SMALL PARTS 
CABINETS AND 
CASES 





BAidwin 9-1805 
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INTRODUCING 
BURROUGT 


New 10-ribbon package 











that makes cost and inventory contro/ easy 


Simplicity itself—that’s Deci-Pak, another Burroughs dealer ‘“‘first,"" new method of packaging type- 
writer or adding machine ribbons to tie in with the decimal monetary system. 


Just look at these Deci-Pak advantages: 


© Simpler, faster cost 
calculations—you 
multiply and divide 
by 10’s not 12’s 


© Tighter inventory 
contro! 


© Greater adaptability 
for display, storage 


© Better shelf 
identification 


~ || Pascack 


© Broader appeal— 
fresh, new package 
design 


; 9/16" ELectRom 
© More solid packaging BLACK RECORD” 


. *60 mE 
—no loose, rattling — 8 
ribbon tins 


Your Burroughs dealer representative has full information on the brands of Burroughs M & V 
ribbons now available in Deci-Pak. Now, more than ever, he’s a good man to know. See him—and 
Deci-Pak—soon. Or write Dealer Sales Department, Burroughs Corporation, Detroit 32, Michigan. 


*Burroughs and Deci-Pak—TMs 


Burroughs 
Corporation 
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William H. Wilson, vice president, Addresso- 
graph-Multigraph Corp., shows press repre- 
sentatives and organizing committee for Vil! 
Olympic Winter Games how results will be 
sped with office automation tools to the 
world’s news-gathering media. 















Raymond Koontz, president of Diebold, Inc., stands behind plom 
presented to Diebold on its 100th Anniversary commemoration } 
New York City by James A. Farley, left, president of the Hunde 
Year Association of New York, Inc. Daniel Maggin, Diebold che. 
man, is at right. 


Prize winning artist, Dianne Dengel, 20, of Rochester, N. Y., has 
overcome an allergy to oils by drawing with Venus Paradise Col- 
ored Lead Pencils. At last year's New York Outdoor Art Show, she 


sold $400 worth of her work. 








Ve 
Pacenent ; TORS 
ODHNER. ADDING. MACHINES 
FACIT TYPEWRITERS 





natant i 


Forty-five dealers from all parts of the country achieved their 1959 sales goals in Facit's “‘Havana-Rama” contest and qualified for six-de 
vacations in Havana. 


52 MODERN STATIONER, FEBRUARY, 1960 








DOUBLE-HEADER OF PROFIT MAKERS 
..» EXCLUSIVELY FROM SCRIPTO 


Choice of Scripto Mechanical Pencil or Utility 


Ball Pen... at 39¢. One retail price offers your best 
“mix” for fast turnover — the famous Scripto mechanical lead 
pencil or the new Scripto Utility Pen with selection of special use 
points, Color of barrel indicates color of ink (Blue, Black, Red, 
Green, Turquoise). Drum display—contains $3.12 FREE GOODS. 


ASSORTMENT A-300 


List Price 2 dozen Scripto mechanical pencils 
and 6 dozen Scripto Utility Ball Pens 


behind plogy 
f the aia Plus six 39¢ Ball Pens FREE and two 39¢ Pencils FREE 
Diebold chi. Total Retail Value 


YOUR PROFIT 


IS Both Scripto Sales-Makers offer ONE FREE pen with every Twelve. - 
FREE GOODS are prepacked in each handsome igeliry Xold-lil melt ye) (oh atel atl p 


Extra profit on your first pen or pencil sale. 


wits Choice of Special Use Points—all at 39¢ 

ne price for all simplifies customer buyin 
Assorted regular, fine, it 
at 10¢ less than other 
ink (Blue, BI 
= oom ack, Red, . Transparent plastic 

splay contains prepacked $1.56 FREE GOODS 

ASSORTMENT T-184A 
List price of 4 dozen Scripto Utility 
ball pens with choice of points 
Plus four Pens FREE 


Total Retail Value 
an $20.28 


ee adda ae Puke 
05 


your stock-keeping, 


for six-doy 


SCRIPTO, INC., P.O. BOX 4847, ATLANTA 2, GEO € 


JARY, 1960 
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Request latest catalog 
of complete Sterling 
line of Schoo! and 
Stationery items. 





There's A BIG Market For STERLING'S Exciting New 


PENCIL ren 





For Desk or Wall 





QUALITY CONSTRUCTED 
of high-impact plastic 
for durability. 
HANDSOMELY PACKAGED 
for powerful eye and BUY 
appeal. 


BIG VALUE comes complete with 2 extra 
hardened steel cutters and 2 mounting screws. 


POPULARLY PRICED at $1 to capture volume 
sales. 


STERLING PLASTICS CoO. 


1140 COMMERCE AVENUE - UNION, NEW JERSEY 


Monufacturers of Stationery and School Supplies 
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~0 « STARTER ORDER 


At last — real profits in the small filing supply order! 
Merchandise stays fresh . . . always in view in clear plastic 
package — invites impulse sales from ‘“‘smaller quantity” 


buyer with minimum effort on your part. Attractive low prices 
—greater sales and profits for youl Ask for complete details. 


IMPERIAL METHODS CO. 
Forest Park, Ill. 


SOMETHING 
NEW 


IS HATCHING IN 
FILING SUPPLY t 
Merchandising ©@ 


Pic-A-Pack 


POLY-PACKED 
SELF-SERVICE 


© FOLDERS 
® GUIDES 


® INDEX CARDS 
AND GUIDES 


FREE COUNTER 
DISPLAY WITH 
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(Continued from val “i 
Shelf Filing Truck " 


A new mobile self-contained work 
station for use with all makes of self- 
filing has been announced by Reming- 
ton Rand Division of Sperry Rand 
Corp. Called a “Mobile Shelf Filing 
Truck,” it enables an operator to handle 
correspondence both to be filed and to 
be pulled from shelves as one combined 
operation, and offers a step-stool plat- 
form for the operator to reach top 
shelves easily. A bin is provided at the 
top of the truck for either letter or le- 
gal-size width Flexifile. For removed 
folders there is a large compartment be- 
low the bin with three vertical dividers. 
Another large compartment below it is used for blank folders ap 
guides. The platform on which the operator stands automaticaly 
seals to the floor when in use, then restores to casters. 











Inventory Sheets 10 


— , . A stock inventory sheet which » 

/ curately accounts for obsolete or sly 

moving merchandise has been intro 

duced by Wilson Jones Co. The Gray. 

Line inventory sheet is said to be th 

only form of its kind to provide, 

“Marked Down Value” column for r 

cording out of date merchandise, its ag 

and its reduced value. In addition 

4 padded single copies, GrayLine inven. 

t tory sheets are available in 2 and § 

part Snap-A-Way sets. Three part sets 

are packed 250 to the box at $12.50. Two part sets are packel 
500 per box at $17.50. Single sheet pads of 100 are $1. 





Cloth-Marking Pen " 
In keeping with the trend toward : 9 


specialized writing instruments, All- AD File. 
Rite Pen, Inc. of Hackensack, N. J., LAUNDRY & DRY 
is marketing a new ball pen for use CLEANING MARKER 
on fabric surfaces. Since the princi- #146] 

pal function of this pen will be for . 
identifying apparel that will be 
laundered or dry-cleaned, the special 
formula ink is guaranteed to be in- 
delible. It writes on leather, cotton. 
wool, silk and other materials. A 
long-lasting supply of ink is carried 
inside the 64-inch barrel. Other fea- 
tures are rounded contour, metal clip - aLL-nire mc, 
and snug-fit cap. The new “Laundry 
and Dry Cleaning Marker” retails at 39 cents. It is shipped in 
lots of one dozen, either on a self-selling display or in a compact 
storage container. The new pen may be imprinted with adverts 
ing copy as a good will gift. 






Portable Franchise 12 


The Alpina, West German preci- 
sion portable typewriter, is being 
franchised to selected dealers 
throughout the United States, a 
cording to a statement by the U.§ 
distributor, Robinco New York Ine. 
5 East 17th St., New York 8, N.Y. 
It is described as the “full-sized, fulk 
featured poner with all the speed, typing ease and rugged de 
pendability of an office typewriter.” A national advertising cal 
paign has been started and full details on franchises, as well # 
four-color advertising folders. mats and glosses are available o 
request. 
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VARIETY MATCH 
TABLEWARE ENSEMBLE 

; a colorful circus of fun 

for children’s birthdays 
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for Literature 
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© Seat of Soft Luxurious Billowy Foam 


@ 5 Posture Adjustments 
® Oversize Seat and Back 






CUTTER BOX ROLLS 
PACKET FOLDS § 


JUMBO FOLDS 
NAPKINS \ 
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4. Oil’ Colors “sell-fast and! ih 
guarantee return customers. To | 


b Sten your (préfit’ picture, +: fe 
" “‘sfetk: and sell Weber's Malta i. 
, Olt, ‘Colors. tt 


| 'F. .WEBER co. 
St tf Makers of Permalba. 


‘ “€ : Philadelphia 23, ‘Penna: ‘4 
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AN ITEM 
THAT REALLY 


MOVES 


MADE IN THE USA 


ADDING 
MACHINE 





Top ae eee to Sell 
The best of the lower priced add- 
ing machines .. . the SUMIT is Look at this 
the perfect adding machine for top markup... 
every one of your customers. 
Measures only 7x5x6 — case in Your order — 
Horizon Blue is so good looking 1-11 units 
that it sells on sight. So simple 12-49 
to operate that children can use 50 and over 
the SUMIT for their school work. Your Cost — 
Adds, subtracts, multiplies to : 
999,999.99 accurately and quick- $12.31 per unit 
ly. Excellent for business and 11.84 per unit 
home use. 2-Year Warranty. 11.37 per unit 
Full color streamers and display ' 
units available. Write, call 


Only $18.95 list or wire today 
PEARL ENGRAVING CORP. 


29 East 19th Street - New York 3, N.Y. - 


ALgonquin 4-1760 
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NEW PRODUCTS ... . 


Gift Wrapping 

The Bon Voyage now a 
year-round design. “Bag and Baggage” 
in vivid colors of red and blue is the 
new Tie-Tie Bon Voyage paper for 1960. 
Among the other designs offered 
by Tie-Tie Gift Wrappings are original 
treatments of the traditional, such as 
the gay, Early American “Pioneer 
Print.” With the increased demand for 
anniversary papers, included in the line 
is an unusual new design, “The Best 
Years” which names and illustrates the 
proper gift for each wedding anniversary. 
the sheets retail at 25 cents a package. 
by Chicago Printed String Co. 


theme is 


new 


Cellophane wrapped, 
Tie-Tie wraps are made 


Three Dimension Maps 14 
iaiaieateieiiemmseee New 


the world 


three-dimensional views of 
and United States — 
showing the shape of the land as it 
really is — are published by 
Service Corp., Philadelphia. 
of the 28” x 18” 
first 
show 


Aero 
Both 
plastic maps, the 
to be produced in this size, 
mountains and valleys in de- 
tailed relief that stands up nearly a 
half inch. Cost of the realistic eight- 
’ color maps is about $10 each. Larger, 
64” x 40” counterparts cost nearly $50. A handy map index 
slides out from the back of the U. S. map and locates all of the 
4,000 place names shown. Like the map, this index is printed on 
vinyl plastic. The world relief map features nearly 2,500 place 
Both maps have mahogany-colored plastic frames. The 
maps are printed on a new durable vinyl plactic said to be so 
tough that you can walk on it. 





names. 


They are plastic coated to protect 
colors against dust, dirt or fingerprints. 





Layout Tapes 15 
Labelon Tape Co. of Roches- ee | . “ii 
ter, N. Y., announces a new type . 
of laminated tape for use in the wo rh ee Ee 5° ae 
' a | 4 
preparation of plant and office BOE Gites 7 > 
layouts. The pressure sensitive be OT. 2 y a } 


ee 


layout tape consists of two lay- es, La 
ers of .0175” thickness each of - eh o, 8 
matte acetate. The symbols are we — a 
printed on the top of the bottom layer then laminated to a top 
layer of the 











same material. There is no glare and printing is com- 


Over 
in the Labelon line of layout 


pletely protected by the overlay for sharper reproduction. 
100 different symbols are available 


tapes. 
Copying Machine 16 
A new, all-purpose photo copying 
machine with improved operating 


features has been announced by A. 
B. Dick Co. Designated the model 
110 Photocopier, the new machine 
can copy originals from opaque, two- 
sided or transparent paper — white 
or colored, heavy cardboard, indivi- 
dual sheets, or pages bound in books, in less than a minute. It 
will make exact copies of anything printed, duplicated, typed, writ- 
ten, drawn or photographed, in black or colors. Copies are sharp 
black on bone white and are permanent, with the handling and 
filing advantages of regular 24-pound bond paper. Styled in two- 
tone light beige and frost green, the machine is 251% inches wide, 
10% inches deep and 10 inches high. Weight is $1 pounds. An 
important feature is the flat bed exposure section. Maximum ex- 
posure area is 914 inches by 15 inches. 
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Blueprint Measurer 17 

American Map Co. announces a novel 
blueprint measurer, of particular interest to 
suppliers to architects, engineers, builders, 
contractors, surveyors, draftsmen and real- 
tors. Designed to give quick and accurate 
readings for almost any blueprint or plan, 
one side is scaled to 4” = 1’ and %” 


= 1’. Reverse side is scaled at 3/16” - 
Readings are made direct 
includes 


V and %” = I’. 
from dial. Price of $1.95 list 
leather case and instructions. 


Portable Typewriter 


A completely restyled, modern de- 
sign portable typewriter, incorporat- 
features usually found 
mly on larger machines, has been 
announced by Remington Rand Di- 
vision of Sperry Rand Corp. The 
new ‘Travel-riter is engineered to 
segment shift action, a 
feature which allows capital letters to be printed without raising 
the carriage. It also has a specially constructed frame so that it 
will not “creep” away while one is typing on it. Additional fea- 
tures are one-and-a-half line spacing, in addition to regular one-line 
and two-line spacing; distinctive printwork; big 42-key keyboard 
with five extra educational characters, including plus, minus, equal, 
degree and division signs; arm supports to prevent curling of paper; 
and easily adjustable visible margin-setting buttons. Remington 
Rand also announced that it is offering free with the sale of each 
Travel-riter its color-key Touch Typing Course. 


ng many 





provide 
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ADD NEW SALES 
SPARKLE TO YOUR 
COUNTERS WITH THE 
NEW PRANG COLOR 
LINE! 








PRANG POSTER 
COLORS PRANG 
Commercial artists and 
art students alike im- 
mediately recognize these 
high quality poster col- 
ors. All colors feature 
famous Prang versatility 
for outstanding profes- 
sional results. 

Stock and display the new Prang 
Poster Colors for year around sales! 









PRANG QUIKS 
The all new layout 
sticks that have prov- 
en counter appeal and 
all ‘round practical 
usefulness rang 
Quiks are ideal for 


P 


quick pastel-like lay- 
outs, color indications, 
and renderings with no 
‘fixatizing.”’ Tops for 


lettering too! 


NEW GIFT 
PACKAGES 

Prang Colors now 
come in a series of 
handsome and appeal- 
ing packages that make 
excellent repeat num- 
bers for year around 
display and sales. 
PRANG DAY-GLO ART CRAYONS . 
Another creative first from Prang! 
Artists in all phases of commercial 
work have long wanted fluorescent 
crayons for color simulation and spe- 
cial effects. sinh 
W rite for colorfui 
brochure and sales 
information. Dept. 
MS-65. 


<< . 


Parmriwe ceavoms 





PRANG WAX CRAYONS PRANG 
PAINTING 


CRAYONS 


ine Fa rane oe? ag 


Prong 





PRANG 
OIL STICKS 


PRANG 
CHALK S1rICKS 


a THE AMERICAN CRAYON COMPANY - SANDUSKY, OHIO- NEW YORK 
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STUDIO EASELS by /ANCO 


* 


NO. 250 IMPERIAL EASEL 


A professional studio easel with added support 
on both sides of center post. Large canvas 
holder and utility tray with palette holder fully 
adjustable by means of metal ratchet... 
designed to provide better support for large 
canvases. Adjustable metal stabilizer 

and other hardware plated to resist corrosion. 


List price $15.00 
FOB: Glendale, L. I. 






















Pn 


nl ace ME i oe 


NO. 83 MASTER EASEL 


Anco's traditionally popular studio easel now 
even better than ever! New unique 
construction provides easier adjustment of 
tray and canvas holder with built in palette 
holder. Large easy tightening thumbscrew- 
and-steel plate assembly prevent tray 
slipping even with 100 Ib. weight. 


List price $12.00 FOB: Glendale, L. I. 
Please write for literature ennai this publication. 





ANCO WOOD SPECIALTIES, 


GLENOALE @ FS 
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bels 
wide! 


Will moisten \a 


up to 5% 





Speeds up mailing operations 
for every one of your customers! 
© Takes any paper thickness 
e Large water capacity 
@ Wick roller action $ 
e Perfect for labels, 

envelopes, stamps 


00 


slightly higher, west of Rockies 


Model “DG” Double Gummed Label Moistener $6.50 
Model “C” Moistener $5.00 


SEND FOR CATALOG SHEETS AND COMPLETE 
INFORMATION WITH SPECIAL INTRODUCTORY OFFER 








Glue-Fast Equipment Co., inc 
9-M White Street New York 13, N. Y. 


Glue fas 
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Office Fence 


To fill the need for a practical, 
low cost, good looking method of 
partitioning large office rooms into 
smaller, more efficient areas, the 
Jerit Co. of Chicago has developed 
a do-it-yourself installation “office 
fence”. Each unit consists of basic 
rolled steel uprights with pressed 
wood panels forming the new wall. 
They may be ordered in three different heights and the panels 
come in varying widths. The wood panels can be stained, varnish. 
ed or painted. The office fences may be changed or re-arranged 
at any time to keep up with changing needs. 





Shipping Room Tool 20 


A new aluminum tool called the 
“Carton-Sizer” makes possible the re 
use of odd size cartons by scoring box 
walls at the depth desired so sides can 
be folded to proper size. The whole 
operation takes a matter of seconds and 
eliminates dangerous cutting or costly 
special-box orders. “Carton-Sizer” is 
made of polished aluminum with a life 
Depth of scoring is controlled by adjustable 
Handle is shaped plastic. The tool 





time scoring wheel. 
depth gauge with set-screw. 
is available from Markay Products, 18 East 11th St., Kansas City, 

















Mo., at $7.95 each. 
Letter Stencils 21 
A person who never held a paint 
brush in his hand can now do a profes- 1 ABCDEFGHIJK 
sional looking job on signs, house-num- H iM INOPORSTU 
bering and mail-box-lettering with new 1 VWxyZi23 45 
E-Z Letter Stencils. Even children can 6789821i- -$¢ 
turn out expert school displays and 
home-work assignments without experi- ABCDEFGHI 
ence, the makers say. The stencils come } SKLMNOPQ 
in all sizes from 44” to 6”. Free samples, i RSTUVWXY, 
catalog and full plein are avail- BSP! 1234 
able from E-Z Letter Stencil Co., 6029 i * 86 Taos. 
Berkeley Ave., Baltimore 9, Md. cali 
Wall Desk 22 


A Fold-Up Wall Desk, with generous 
16” x 20” writing surface when open, 
flips up against the wall when not in 
use to save valuable floor space in truck 
docks, shipping rooms, stock and tool 
rooms, warehouses and production de- 
partments. Available in gray, blue or 
green, it is made of 18 ga. steel and 
finished in lustrous baked on enamel. 
It is easily mounted on conventional 
walls with molly anchors which are 
furnished with the desk and can be removed in less than one 
minute. It also can be mounted on back of door where space is 
very limited. Weight is 15 lbs., and price about $20. 





Underarm Case 


One item in Wear Best’s (Leather 
Specialty Co., Cincinnati) new Softan 
line is the unde-arm zipper case (92H). 
Available in s’ es: 14” x 11”, 16” x 12”, 
and 17” x 12%”, the case has a zipper 
on $ sides and large leather handles. It 
also features two full length expanding 
pockets, two flat pockets, zipper pocket, 
molded card holder, and a leather center piece. 


This case is also 
offered in all three sizes without handles — No. 92. 
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ADVANCO PUNCHLESS PAPER HOLDERS 
Hi-Strength, Lo-Height, Split Second, Super Tight 


achless bind 








1€ panels 
. varnish. 
arranged 





illed the 
» the re 
ring box 
sides can 
he whole 
onds and 
or costly 
Sizer” is 
th a life 
djustable 
The tool 
sas City, 


21 
— 
sHIIK 
RSTU 
2345 
1° $6 
rGHI 


OPO Give it the SHAKE & PULL TEST! 


wae, , in ti 
234 pag Tay a thin tissue sheet against pull- ONLY 9 PARTS ... Base, and Spring Steel, 
DSS. : ccs amet Long Length, Flat Compressor. 


— 
Works with fingertip pressure. No Wires. No Coil Springs. Never 
22 Loses Its Shape. 


= SIMPLICITY ITSELF! 


1en open, 
n not in 

Lo-height means minimum chafing and wear on the binders. 
Compare the height! Compare the length! Compare the grip! 


INTERNATIONAL 
PATENT 
PROTECTION. 








> in truck 
and tool 
ction de- 
. blue or 
steel and : «fee 

| enamel. Eliminates paper sheet punching—holes that can tear. Expedites 


quick insertion and removal of sheet from any place in binder. 





ventional 
‘hich are 
than one 
» space is 


Bulldog-grips 4%” capacity (appr. 150 sheets). 


POPULAR PRICED FOR VOLUME SALES & PROFITS. 
IMMEDIATE DELIVERIES—ANY QUANTITY. Letter & 
legal sizes: red, gray, black. Packed completely assembled, 
25 to box. 


Send for catalog and price sheet, or ORDER TODAY! 


23 





se is also 





MADE INUSA REG US PATENT OFFICE 


RY, 1960 Holds up to 12” of papers or magazines ADVANCO PRODUCTS, INC. 
against shake-out. Try it! 
76-05 51st Avenue, clmhurst 73, L.1., N.Y. 
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Some will order discs... &” "Ducts. - 


Retail: 
Folder of 
82 discs 25c 





Others will want the tape 


Retail: $1.49 
1200” of tape 
in dispenser 


package 





IT WILL PAY YOU 


TO DISPLAY and CATALOG BOTH 


STIK-TACKS 


AND 


BASE-TAPE 


Remember — both are perfect for put- 
ting up signs, notices, window decora- 
tions and mounting pictures - Do 
the work of tacks and glue BUT cannot 
harm walls, woodwork, album pages or 
displayed material. 

Adhesive on both sides, they stick in- 
stantly to all surfaces except the fin- 
gers — are easy to remove and may be 
used over and over again. Used enthusi- 
astically by artists, hobbyists, draftsmen 
— in homes, offices, schools — EVERY- 
WHERE! Send for literature, prices, 
packaging information today. 

STIK-TACK COMPANY 
165 Bridge Street 
Cambridge 41, Mass. 
Send prices, literature and packaging information. 
( ) Base-Tape {( ) Stik-tacks 
EE TR COT TE 


Firm name............. 


Street address. aa ts ad 
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Loose-leaf Divider 


Western Tablet and Stationery Corp. 
of Dayton, Ohio, announces an exclusive 
new multi-purpose subject divider for 
systematizing loose-leaf binders. The 
Sub-Divider combines the functions of 
a file folder and a notebook organizer. 
Punched to fit standard-sized notebooks. 
the sturdy, gatefold design enables the 
student to systematize his work and to 
separate subject matter. 
Dividers are packaged in sets of five, 
each a different color, to color-key the notebook so that each sec. 
tion will be instantly accessible for reference and presentation, 
Protective flaps keep pages free from soiling and tearing. 


contents by 





Molded Fiber Glass Chairs 25 


New chairs of molded fiber glass 
are for public rooms which are used 
for more than one purpose. They 
are designed to stack, 12 or more 
high on a movable dolly. In addi- 
tion, when placed side by side, they 
interlock in orderly rows. Moving 
and handling is easy because the 
chairs are light in weight. Legs have 
satin chrome finish and seats are 
available in nine colors. They are manufactured by The Sturgis 
Posture Chair Co., 154 E. Erie S., Chicago 11, II. 


Coin Counting Kit 26 

A new coin counting device on the 
market is the “Color-keyed Coin Tube 
iit” distributed by Block and Co., Chi- 
cago. Schools, churches, transportation 
companies and vending machine opera- 
tors can use it to cut the time needed 
to count and package coins. Designed 
for use with flat tubular coin wrappers, 
each funnel-top tube comes in its own 
standard bank color (one color for each 





of four denominations) and is precision- 
molded of new, unbreakable Polyethylene. 
$8.95. 


The kit is priced at 


Metal Tables 27 

Anderson-Hickey Co., Nashville, 
has introduced a new line of steel 
tables featuring budget prices, strong 
construction and _ linoleum _ tops. 
Available in five sizes from 45” by 
30” to 96” by 36”, all models are of- 
fered with or without a center draw- 
er. Special Pionite high-pressure 
laminated tops are $2.50 extra. Dealer net prices for the tables 
run from $33.75 to $101.40. Four colors are available. 








28 


Educational Records 
Three ; 

playing 

record 


new long 
educational 
sets are of- 
Ottenhei- 
mer: Publishers, 
4805 Nelson Ave., e 
Baltimore 15, Md. Full color reproductions of eight famous paint- 
ings and a introductory booklet on art appreciation are part of 
one set called “Let’s Look at Great Paintings.” Another entitled 
“Let’s Put on a Play” presents skits in which the children listening 
can take part. The third new set, “An Introduction to Ballet,” is 
narrated by a famous ballerina. Each set retails at $4.95. 


fered by 
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THERE'S ly) 
ONLY 








A.W.Faber : 


GRASERSTIK, 


The original grey eraser point 
—always best for erasing. oe 


ERASERSTIK towers over all other 
pencil-shaped erasers like 

Mt. Everest overshadows its 
surrounding foothills. Three 
“becauses” make the difference. 








1. EraserSrix is the first and 
original pencil-shaped eraser and 
nothing has ever equaled its quality 
—though many have tried. 


2. ERasErRST1K is a good-looking 
product—a slim, trim white- 
polished beauty. 


3. EraserSrix has been carrying 
on a love affair with Secretaries 

and Office Workers all over America. 
Many a girl went on to a better 

job with more money because she 
had the good sense to use ERASERSTIK. 








Why wander far 
It’s right here 
than your ord 


afield in search of fortune? 
at your elbow — no further 
er pad. HAPpy PROFITS! 











A.W. FABER-CASTELL 


PENCIL CO., INC. NEWARK 3, N. J. 
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Saves 50% on costs 


. proved in exhaustive 
operating tests 


When it comes to business, Scripto S.P.O. saves 
a good 50% of the costs of other pens recently 
tested for economy and efficiency. In a relentless 
marathon writing test Scripto won on all counts 

..1. Uniformity of writing. 2. Economy of ink 
consumption. 8. Lowest “operating costs” of all 
pens tested—a full 50% lower! 










Here’s the record: 
The cost for 20 miles of 
non-stop writing 














SCRIPTO S.P.O. $1.43 
BRAND“A” 2.82 
BRAND“B” 3.29 
BRAND“C” 3,66 












Even on cost of refilling, Scripto proved 
better than 50% more economical. 
(Two other brands tested weren’t 
refillable at all). Scripto Ball Pen with 
complete choice of points for general 
office, stenographic, accounting, 

etc. Full size refills cost less than 

10¢ each in dozen lots. Completely 
leakproof and specially low 

| priced for office use. Ask your 

|  gstationer for quotations. 








A complete service 
with all these 
accesssories: 

* Economy priced 
desk base. 


* Memo pad and 
pen holder 





SCRIPTO now serves industry 


with the best in writing...at any price! 


Scripto, inca P. O. Box 4847, Atianta 2, Georgia, U. S. A 
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There's a Nationally Advertised and Universally Accepted 


TIFFANY’ STAND 


... that’s best for your customer's purpose 





MODEL 5000 


G.*EATEST ALL PURPOSE, com- 
ple’ely safe, Stand for costly 
office machines. Adjustable open 
top ...noise-escape hatch. Cast- 
ings cover retractable casters; 
anchor firmly on floor. 









MODEL 7711 


For the ‘‘limited budget'’ buyer, 
OFFICE OR HOME USE. Solid 
steel top, undercoated for sound- 
vibration abatement. Square, 
tubular legs. Two drop leaves. 
2” casters with brakes on front. 


M) 


For further information, write Dept. MS 


TIFFANY STAND CO. 


7350 Forsyth + St.Louis 5, Mo. 
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Higher Profits ‘Safe and Sound” With These 
Security, Cash and Bond Boxes | 


No. 1000-G ALL 
SAFE SECURITY 
BOX 





Attractive ham- 
mertone finish in 
Green, Gray, Tan 
Cement Asbestos 
insulated. Size 
84%.” x 12%” x 
RY,” Standard 
packing 6 to a 
carton. 


List Price — 
$11.95 each 


No. 129-2 
DOUBLE-DECKER 
DESK TRAY 


A brand new idea! 
Handsome _ collansible 
tray with a top section 
that can be recessed for 
easy access to raners 
on both shelves. Smart 
lizard grain leatherette 
design in gray. brown 
or green. 131,” lone 
9%,"" wide. The ideal 
desk accessory for 
home and office! 





Write for details and complete catalog of our tremendous selec- 
tion for social and commercial stationery departments, letter 
openers, library sets, banker and editor shears, novelties, small 
leather goods, pocket size adding machines and a complete line of 
security, cash and bond bores. 


UNITED CUTLERY & HDWE. PROD. CO. 


108 East 16th Street New York 3, N. Y. 
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NEW PRODUCTS .. 


Office Carts 

E. H. Titchener & Co., Bingham- 
ton, N. Y., announces a new family 
of custom-designed “Steelway” Carts 
that may be adapted to factory, of- 
fice or commercial use. The carts 
feature universal 34 or 1 inch tubu- 
lar steel end frames that may be 
mounted on rubber tips or on high 
style, non-marring swivel casters. 
Height of standard unit with casters 
is $734 inches; width, 16% inches, 
although dimensions can be changed 
to meet specific needs. Welded 
wire shelves are fitted into frames according to customer re 
quirements. Cross members and strip steel shelf sockets are 
welded to frame. Freedom of design allows for use of carbon 
steel, stainless steel, a variety of finishes as well as custom- 
made drawers, tiltable shelves and special wire forms to hold 
in-process materials. 





New Desk Line 


A new 1000 Series desk has been 
announced by The General Fire 
proofing Co. lt was designed for 
contemporary business interiors by 
one of the country’s leading archi- 
tectural firms. The desk meets the 
requirements of architects who fa- 
vor office furniture with the ree- 
tinlinear design. Its clean, sharp 
lines are perpendicular to floor, 
corners are square with no rounded 
edges, and drawer heads overlap the 
pedestal frames. The desk is all 
steel with the legs and trim being satin chrome. There are 
seven different drawer variations to choose from, four decoravr 
colors and three top patterns. The new line consists of 25 models 
of desks and tables; including a complete modular series that 
was developed to give unlimited combinations of consoles or 
“L” type” arrangements. 


Copying Machine 3] 

A completely new “Dart” desk-top 
all-purpose copy maker in 13-inch and 
18-inch sizes is announced by Copy- 
mation, Inc. (formerly Peck & Harvey 
Mfg. Corp.), Chicago. It makes any 
number of copies from the same orig- 
inal for a material cost of less than 
one cent per letter-size page, and reproduces up to 13-inch and 
18-inch widths, in any length. Through a semi-moist diazo 
process, the “Dart” delivers clear, opaque, black-on-white semi- 
dry finished prints, which can be used immediately. Both 
models include a second lamp for exposing standard photo- 





copy papers. Thus, with an inexpensive accessory processor, 
the “Dart” is a photocopy machine. 


Aerosol Platen Cleaner 32 

A new non-toxic, non - flammable 

a End Messy Typing and non-corrosive type and _ platen 
fhe Rew Easy Way 


cleaner, packaged in aerosol spray 
cans, has been released by the Faymus 
Div., Bankers & Merchants, Inc. With 
its special chemical containing no car- 
bon tetrachloride, it is described as 
thoroughly effective in instantly loos- 
ening all dirt and debris from keys 
and platens of all typewriters and 
other office machines. There is no 
waste and no evaporation. A six ounce container sells for $1.29. 
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ee. g The best notes made are Thermo Glo 
Notes. The finest quality, the widest variety, 


r decorawr 

f 25 models the fastest selling line available -- Invitations, 

ae Announcements, Thank You's -- captions for 
general use or special occasions, to fill all needs 


and suit all tastes. 


Mul 


LIQUID 
DUPLICATOR 
SUPPLIES 





31 Clever designs in rich raised printing, Here's a spirit process duplicator that’s easy to sell 
hasiileosiidiy feoukel ot pacbiagileat rat or pid with a simple demonstration to: 
board display, with eye- and budget-appeal to CLUBS CHURCHES 
stimulate multiple sales and frequent reorders. TEACHERS BUSHEESSES 
Make a note to see the many bright new a eee 
inch a designs just added to this extensive line. Make apnea ’ , 
joist diazo a note to take these notes, and just watch your a catieenamnaee aniline Saree 
vhite semi- sales soar! Letter Size Only $3759 Legal Size Only 445° 


ly. Both Including Supplies 


ird photo- ; 
processor, (} < MASTER LIQUID DUPLICATOR SUPPLIES are a steady 
source of repeat business month after month... 
to visit us at the . . keep customers coming back to your store. 


32 
Chicago Gift Show, Palmer House, Feb. 7 - 14 
flammable e - 
nd _ platen New York Gift Show, Hotel New Yorker, Feb. 21 - 26 
sol spray Boston Gift Show, Hotel Statler, March 6-10 


1e Faymus 


Inc. With \ & 

1g no car- : ee ee ee ee 
scribed as : ATTRACTIVE DEALER DISCOUNTS 
“ed —_ A well mith INC. WRITE TODAY FOR COMPLETE INFORMATION 
rom keys 

‘iters and _-. 228 Filth Avetive, New York, New York 9 

mes & _ 1SI9A Merchandise Mart, Chicago, Itlinois : 

for $1.29. 32 East Union Street, Pasadena, California 


ARY. 1960 105-107 Merchandise Mart, Dallas, Texas ; ; COMPANY 
, ; : 6500 MS West Lake Street Minneapolis 26, Minnesota 


1 NATIONALLY ADVERTISED IN LEAD- | 
i ING OFFICE, CHURCH, SCHOOL l 
H AND FRATERNAL PUBLICATIONS | 
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AC-THRU PROFIT PAIR 


Just 2 in the fast selling, 


profitable C-Thru line 


One for 
architects, 
one for 
engineers. 
Eliminates 
triangular 
and other scales —all scales 
are exposed for instant viewing. 
Popularly priced in both 6” and 
12” sizes. 








C-THRU 
REVOLVING 
DISPLAY 
A sure-fire way to increase 
sales. Displays a wide variety 


of C-THRU items. Write for 
complete information. 








Write for FREE C-Thru Catalog 


RULES @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS © OTHER DEVICES 


HR UL AZ linyiiiy 


HARTF OR DO, CoO ns. 


a 
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Up, up, upride FERBER 
sales! Wherever there’s a 
market for ball point 
pens, you'll find PAPA 
FERBER pushing his 
hot new line for *60 — 
greatest pen values ever 
offered! Smarter look- 
ing, smoother writing 
FERBER PENS are 
priced to yield healthier 
profits in the best selling 
price range: only 25c to 


98c! STOCK UP! 


Ferber pens are pack- 
aged on colorful space- 
saving counter displays 
—designed to motivate 
fast impulse buying — 
as well as in attractive 
commercial shelf boxes! 








products of EE RIBER pen corp. ENGLEWOOD, N. J. 
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NEW PRODUCTS .. . 


Magnetic Duplicator Ink 

The development of three new special purpose duplicator inkg 
has been announced by the Colitho Division of the Columbig 
Ribbon and Carbon Manufacturing Co. The first is a magnetic 
ink designed to be used in conjunction with high speed dats 
processing techniques such as the newly adopted check interpret. 
ing systems now being installed in many banks. The division 
also announced a new black proof press preprint ink, designed 
to be used for preprinting direct image paper plates on proof 
press equipment from type set composition. It drys instantly, 
The third new item is a black dual-purpose offset and letterpress 
preprint ink. This is a quick dry jet black which can be used 
on all types and models of lithographic and letterpress equip. 
ment. It may also be used as a regular duplicator ink where 
it is necessary to make a master from another master. 


Photocopier 


34 


International Photocopy Corp., 
564 West Randolph St., Chicago 
6, Tll., offers a new office copying 
machine, the Perfecta. The low 
cost machine is said to copy 
every ink, color, printed piece, 
drawing, photograph, typed or 
written piece. It is engineered 
for accurate high speed copying 
in single copies or in volume. It 
has an automatic feed and operates under any light condition. It 
features all steel construction, cartridge fill and automatic current 


shut-off. 





Magnifier 


35 


Small or closely-spaced type “pops 
LY right off the page” for the person 
who uses the new Pat Magnifier. 
Made of solid optical Lucite, the 
magnifying bar is 5%” long, and 
handy for pocket or purse. It slides 
easily in any direction over telephone 
books or price lists, enlarging read- 
ing matter to avoid eyestrain and 
possible errors. Exclusive “double 
rail” design raises bar off the paper 
to avoid scratches on magnifying surface. Each magnifier comes 
in an individual flannelette carrying bag, and is packaged in a 
self-display box. Manufactured by Pat Products Division, Ketch- 
am & McDougall, Inc., it sells for $1. 


Adjustable Leg Stools 


Twenty new models of steel stools, 
plus a new, adjustable leg extension for 
existing models are announced by Lyon 
Metal Products. The company now man- 
ufactures 100 different models of steel 
stools for business, industry, institutions 
and homes. The 20 new models all 
feature adjustable feet, permitting the 
overall stool height to be increased up 
to 3” in 1” increments. Stools are avail- 
able with or without adjustable back 
rest, and with plain steel or pressed wood over steel seats. Heights 
range from 18” to 33”. Legs are equipped with choice of steel 
glide foot, black rubber foot, combination rubber foot with steel 
guide, or swivel casters. 


36 


po el 
me 





Payroll Envelopes 37 
One of the new items available to stationers from L. Hyman 

& Sons Corp. is a pre-printed payroll envelope, in a choice of three 

forms, showing all deductions, including “state withholding tax.” 
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Plenty of journal space for diary 
of places visited, weather, mem- 





ae orable meals, etc., address pages 
Ms be eal for new friends met, trip high- 
ess equip. lights, autographs, outline and 
ink wher colored map sections, and the 
r. ever important cash account 
section. WARD BOOKS are 

34 available with three different 


information sections. 

One has special information 
pertaining to trips by air. 
Another is beamed at cruises | 
and trips in the country, the 


West Indies, and Central and 
West Indies, a || APPLIED GRAPHICS 
Still another features informa- TAPES and TEMPLETS 


tion pertinent to shipboard | 



































dition. It 

































































: activities. | THE MOST COMPLETE LINE 
lc curren 
Then there is a book that has | OF PRESSURE SENSITIVE 
a built-in snapshot section. yar MATERIALS 
35 Antique finish cowhide padded covers, | ‘ , 
24 kt. gold edged pages, colored map ET ee ee eee re ae 
“ section, pencil in loop. Gray, Green, | a 
a oa aphn, When. oe | Solid color and pattern tapes, 
a oe office equipment and machine 
sucite, . ° : 
es, a | tool templets, grid sheets, 
’ I lid enera ° z. | 4 ° 
 talechaall 1943—"Bon Veyoge” | and drafting film. 
or y oreign . z. | 
~ Bright smooth finish leather. Flexible | TREMENDOUS SALES POTENTIAL 
> “double 2 on ag _ oy oo IN INDUSTRIAL, OFFICE EQUIP- 
colore m section, ne in op. 
aa boon ton we a - MENT, COMMERCIAL ART AND 
aged in & 1633 — “Air Travel” 24.00 dz. | DRAFTING FIELDS. 
on, Ketch- T833 — “Travel” 24.00 dz. 
_— Panel ms vt APPLIED » Graphs and Charts 
ight finish textileather. “over de- j 
a. Has general inside plus album | GRAPHICS p> Office Layouts 
36 section of gray pages. Brown, Green, | Tapes and > Plant Layouts 
<ul tina’ ~gaimnies Templets » Organizational Planning 
a , I : . io-Vi | Presentation 
| are idealfor:  Audio-Visua 
For complete information write | > Displays 
or our catalog. » Mechanical Paste-ups 
| > Printed Circuits 
Wh | APPLIED ‘ men ae i 
‘sales = | GRAPHICS re easily apple 
saan pte Tapes, > Produce cleaner work 
s. Heights Templets,and P» Reproduce superbly 
e of steel , Grid Sheets: p Last longer 
with steel 
Sam WE F UW 4 Q D Dealer inquiries invited 





TELEPHONE ORIOLE 6-1211 


37 MANUFACTURING COMPANY 


L. Hyman 

vo of thea on ee APPLIED GRAPHICS CORPORATION 
ng tax.” GLENWOOD LANDING, LONG ISLAND, NEW YORK 
ARY, 1960 
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of ownership with | Ball Pen Displays 38 BF combi 
ici A new collection of different every- j and a 
Greater efficiency atits | day cards by Keep ’N Touch Greeting compiz! 
Bigger profits . . . | Cards includes unique “long poem” ly 
ibili | ecards and a special collegiate section of filing 

More flexibility i | cards strictly for college students. They ment 
IS yours with are described as cute and humorous. ars 
with no slam or off-color numbers. The cancel 

SAGINAW STEEL same company is introducing _ three — . tone : 
STORE FIXTURES pastel colored envelopes for its cards. A new 1960 catalog is be. et 
for information write to ing mailed to card dealers throughout the country. vo 
S G , . a p Hand 
g 2119 S. Jefferson e Saginaw 25, Michigan Doll Valentine 39 





B. Shackman is presenting a “Sleepy Fr 
Baby Doll Valentine”. Attractively 
garbed in red PJ’s, trimmed in white 
lace, the doll is comfortably nestled in 
a roomy 6-inch Red Satin Heart, with 
gift card for expressions of love. Each 
“Sleepy Valentine” is packed in pre- 
labeled mailing carton. Price is $12 
per dozen, to retail at $1.95 each 
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If You're An Average Dealer You Can 


Sell ASENTRY 
Every 30 DAYS 


$680 Yearly Sales From $57 Inventory! 















Greeting Cards cardb« 
Ye Sentry dealers srprasy L2.cmevaren (The Lady Lindy Ball Pen and Re- -* 
ment. A floor model does it, because Sentrf fill is available with a fine point ink 
eG een apnyponenen petamctens ed cartridge which also carries perfumed Cash 
safes, yet return you full profit. Model $-C turquoise ink. A new, improved coun- R. 
ae emg Ue SOMME? Sarry Sete incom | et merchandiser has easy-toremove hs 
eumber combination lock cealing cabinet of genu- individual gift vials, each containing a opera 
Sank vend wpe. Jock bar, .2 $7995 sre p= gg eter Lady Lindy pen to sell at $1. Refills en 
i dia - list $119.95 in medium or fine point with per- Espec 
> i i » ‘e "7 1 ; , ° 
JOHN D. BRUSH & CO., INC., 580 West Ave., Rochester 11, N. Y. ee ee pd Sein 
> = atey aeeee details ciecle 117 on | last page Orbit Retractable ball pen to retail single 
~ at 79 cents, a tree display holding three drums of 39-cent and Desig 
49-cent non-refillable pens, and pens in skin pack cards for ampl 
pegboard display. It fe 
ment 
Art Spray 41 chart 
to-re 
The Eagle Pencil Co. offers a large 
totally new art spray called Fixa- ible 
tif that eliminates the fumes and kevs. 
odors identified with other fixing ne 
agents. The new Eagle product and 


does not contain any perfumes. Ex- 
cept for a fleeting whiff of alcohol, 
which disappears as you spray, there 
is no odor. Fixatif is completely 
erasable and its improved mat fin- 

ish allows sprayed surfaces to be 
reworked without blurring, fuzzing or bleeding. An improved 


C. HOWARD HUNT PEN CO., CAMDEN ‘f N.J spray container with a new push-button nozzle assures a finer, 


~ = « for more details circle 134 on last page | More even spray that permits better control of applications. The 


price is $1.95 retail. 
SNAPEX TAX & STOCK —— 
BUSINESS FORMS MANUFACTURERS Valentine Floorstand 42 


Ben-Mont Papers, Inc., has intro- 


Boston Sharpeners are backed 
by an extensive advertising 
campaign to your customers 
to help you build your sales. 
Send for catalog and price list. 
























W-2—Approved Federal, State and City wage 











duced a special Valentine floorstand in 
tax reports for processing in one operation. ; ° , : 
Forms specifically designed for NCR, Bur- their new line of Valentines for 1960. 
roughs, etc. The new floorstand will retail for 
STOCK FORMS— invoices, Bills of Lading, Pur- $63.02, and will feature 29 cent, 39 
chase Orders, Expense Reports, Speed Letters, cent and 59 cent retail cutout assort- 
Credit Memos, etc. ments. All overwrapped packages will Flo. 
You accept the orders—we do everything else be pre-priced, and the floorstand will 
under your name. Excellent profits. All forms be pre-packed to allow quick setup. 
imprinted or plain. Ben-Mont Valentines are also available 
IMMEDIATE SHIPMENTS right from stock in open stock. with packages retailing 
at 15 cents, 29 cents, 39 cents, 59 cents and 69 cents. 
Write for trade PROFIT-PLAN now! 
Serving the trade from Coast to Coast 66 MODERN STATIONER, FEBRUARY, 1960 mC 


APEX BUSINESS SYSTEMS 


540 PEARL ST., NEW YORK 7, N.Y. * Phone: BE 3-7133 
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Personal File 

The Check “N” File offered by 
Jayem Sales Corp. is a new item that 
combines the features of a personal file 
and a check file. The full sized front 
compartment complete with A-Z folders 
is large enough for a person’s complete 
fling needs. The triple rear compart- 
ment features 12 monthly check size 
envelopes and labels for a full year’s 
cancelled checks. Available in hammer- 
tone gray finish, this promotionally 
priced file is constructed of steel, with 
full piano hinge, spill proof snap lock and key and full carrying 
handle. 


Hand Stencil Printer 44 


The Weber handprinter has been re- 
designed with a high impact plastic 
handle to increase shock resistance. 
The handprinter is used with a Weber 
stencil for multiple carton shipment 
addressing, multiple carton marking 
of product and content identification, 
multiple label and tag marking or ad- 
dressing, reproducing data on forms, 
envelopes and on notices. It prints 
on smooth or rough, flat or curved 
cardboard, paper or wood surfaces. Printing surfaces range in 
size from % x 2% inches to 3 x 7 inches. 


“rhage 





Cash Register 

R. C. Allen Business Machines 
has brought out a new handle 
operated cash register with indica- 
tion that sells for under $300. 
Especially designed for small bus- 
inesses, it can serve any type of 
business requiring a single ring-up, 
single total indication cash register. 
Designated as Model 80, it has 
ample ring-up capacity of $99.99. 
It features commodity or depart- 
ment keys and trans-action keys with enforced designation, a 
chart holder to the left of the commodity row, and large, easy- 
to-read indication, which clearly publicizes each transaction in 
large, legible figures on the front and back of the register. Vis- 
ible dials, with locked dial shutter, locked total and sub-total 
keys, locked in detail tape and single lock control have been 
incorporated. A durable ‘Gatorhide’ Gold finish resists mars 
and scratches. 





They'll always come back for more 7 gO WR 


Flo-master | Cado-marker | Brite-line Marker | Ke-master/ LEB Binder Clips 
And New WHIRL-O-DEX Rotary Card Files! 


CUSHMAN & DENISON 


Top profits assured! 


ompany e Caristadt, New Jersey 
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Special Writing Instruments 46 
New writing instruments especi- 

ally designed for the age of office \ 4 . 
automation are being marketed by Ts - aa 

the Eberhard Faber Pencil Co. Both =) ae 2 -” 
special pencils and ball pens are mle weN 
being made available not only for Yee he 
the newer office reproduction de- ~~, pee 
vices, but also for the electronic a - 

data-processing cards. Some make a = * 
markings that are electrical con- ee —— 


ductors, where required for test- 
scoring and mark-sensing. The new line has 11 pencils and five 
ball pens of various colors and writing densities. They include 
the Blak-Print and Fotorite pens, and Litho-Print, Fotorite and 
Contak pencils. Another pencil, the Noprint, is designed for 
marginal notations and instructions, which are not intended to 
be reproduced by a photocopying machine. 


Business Atlas 47 
banvvin ; American Map Co. has announced 
Business Control Atlas the publication of its new Business 


te UNITED STAG i CANADA ‘ a al 
3~ Control Atlas. The atlas features a 


full-page map and index for each State 
of the U. S. and each Province of 
Canada, a map of Canada, and a 
fold-out desk-size map of the United 
States. There are 120 pages and a 
og hard, laminated dirt-proof cover. Town 
¥ and county populations and _ spiral 
on plastic binding are other features. 
Packed three per carton, they retail 








at $2.95 each. 


Are you offering your cus- 
tomers all the services you 
should? Are you ringing up 
profits in your stationery 
department? 

If the answer is no, then you 
should stock Rogersnap 
Carbon Second Sheets and 
Business Forms in the fast 
*Flip-Out Dispenser Box. Both 
you and your customers will 
be glad you did. 


*Registered 


OGERSNA =. SS 


TRADEMARK 


P.O. BOX 10425 - DALLAS; TEXAS i ‘tie; 








DUX is PREFERRED 


+ es 


by those who know QUALITY, 
CRAFTSMANSHIP 1 acaba Re 
VALUE of saving TIME ND 
MONEY .. . DUX is a PREC ISION 
instrument... always at your 
FINGERTIPS ... PUT A DUX 


DISPLAY box on your counter 

DUX SELLS itself- VARIETY OF 

DESK & POCKET MODELS for 

every HOME .. OFFICE 

STUDIO . . . SCHOOL. 

WHEN YOU order SHARPENERS 
. ORDER DUX 


represented at all Major Shows 


FRED BAUMGARTEN 
E x SIVE IMPORT 


1000 Virginio Ave., 


N.£. Atlanta 6, Georgia 
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WAL 
SHINE... 


prerer EG-U- Cards 


PREFER 
eis Cae CHISLDRE? 


CARD GAMES 


Always Something NEW 


Children’s Educational Games 2% 
Ed- U-Cards Mfg. Corp. 


OS 44th Ave 








long Island y | 


- - = for more details circle 125 on last page 





he VALET 


Combines the best fea- 
tures of both wardrobe racks 
and lockers. Sanitary — keeps wraps 
aired, dry and “in Press.” Improves 
employee morale and reduces ab- 
senteeism. Provides each person with: 
a dry 12” x 12” x 15” lock box for 
lunches and personal effects, spaced 
coat hanger and ven- 
tilated hat space. Also |- 
shelf for overshoes. 9-ft. |- 
unit accommodates 18; |- 
6 ft. unit 12. Sold by_L 
leading office furniture.2 
dealers everywhere. 


Write for Catalog LO-740 


VOGEL - PETERSON CO. 
Rt. 83 and Madison St. © Elmhurst, Ill. 
- - « for more details circle 159 on last page 





Feb. 7-14—Chicago Gift Show, LaSalle 
and Palmer House, Chicago. 


Feb. 21-26—New York Gift Show, Ho- 
tel New Yorker & Trade Show Build- 
ing. 

Feb. 29 - March 5—Pencil Week. 


March 1-4— Wholesale Stationers Fair, 
New York Trade Show Building, N. Y. 


March 6-10—Boston Gift Show, Hotel 
Statler & First Corps Cadet Armory, 
Boston. 


March 11-13 — Nat'l Office Furniture 
Assn. (NOFA) convention-exhibit at 
Convention Hall and Chalfonte-Had- 
don Hall, Atlantic City, N. J. 

March 20-23—Philadelphia Gift Show, 
Hotel Benjamin Franklin. 


April 17—Easter Sunday. 


April 21-22-23—Dist 4, NSOEA meet- 
ing, Golden Gate, Miami Beach, Fla. 


April 29-30—Dist. 5, NSOEA meeting, 
French Lick Sheraton, French Lick, 
Ind. 


May 5-6—Dist. 8, NSOEA meeting, 
Western Hills Lodge, Wagoner, Okla. 


May 5-8—Nat’l. Art Materials Trade 
Assn. 10th annual convention and 
trade show, Edgewater Beach Hotel, 
Chicago. 


May 9-10—Dist 11., NSOEA meeting, 
Davenport Hotel, Spokane, Wash. 


May 13-14—Dist. 12, NSOEA meeting, 
Mapes Hotel, Reno, Nevada. 


May 15-20—New York Stationery Show, 
Hotel New Yorker. 


May 16-17—Dist. 14, NSOEA meeting, 
Miramar Hotel, Santa Barbara, Calif. 


May 20-21—Dist. 10, NSOEA meeting, 
Denver Hilton Hotel, Denver, Colo. 


May 22-24—Dist. 
Lake Lawn, Wis. 


6, NSOEA meeting, 


May 26-27—Dist. 9, NSOEA meeting, 
Shamrock-Hilton, Houston, Texas. 


June 5-6-7—Dist. 7, NSOEA meeting, 
Hotel St. Paul, St. Paul, Minn. 


June 10-11—Dist. 2, NSOEA meeting, 
Hotel Sagamore, Bolton Landing, N.Y. 


June 13-14—Dist. 13, NSOEA meeting, 
Hotel Concord, Kiamesha Lake, N.Y. 


July 10-13—Nat’l Office Machine Deal- 
ers Assn. (NOMDA) convention- ex- 
hibit, Coronado, Calif. 





CLASSIFIED 
ADVERTISEMEN 


Deadline for classified advertisements 
fifteenth of the 2nd month _precedi 
month in which the magazine is issued. ng 
pat a word. Minimum Order: $6.00. N 
and addresses are to be included in the o 
Initials or sets of figures are to be count 
one word. 





HELP WANTED 





Salesman wanted. Liberal commission. All 
ritories open. oe gg line of printed forms 
systems, salesbooks, billbooks, one time 
forms, free catalogs and actual samples. 
Rose Business Forms, 1932 Patterson Ave., B 


a © 





Well established school bag manufacturer, 
ing aggressive man for North Carolina, § 
Carolina, Georgia, Alabama. Commission, 
vise lines now carrying. Box 257, MODE 
OA ey AND FFICE EQUIP 

ALER, 1 East First Street, Duluth 2, Mis 
on og 





FOR SALE 





Ball Pens $22.00 per thousand. Assemble 
self. Large users sol. Permarite, 712 B 
way, New York 3, 





LINES WANTED 





Toy manufacturer’s representative, middle At 
tic States, showroom 260 Fifth Avenue, seeks 
standing social stationery, school supply 
Has strong ws all allied stationery di 
butors. Box 258, MODERN STATIONER 
OFFICE EQUIPMENT DEALER, 1 East 
Street, Duluth 2, Minnesota. 








FAULTLESS 
PENCIL CLIPS 


A modern, three- 
dimensional fold- 
ing display card 
presents '/4 gross 
of our reliable 
Faultless pencil 
clips  accessibly 
and efficiently yet 
takes only y," 
of counter space. 


| orful blues and 
whites against 


liantly nickel plat- 
ed clips glisten 
and shine drawing 
attention and 
making sales. The 
clips are made 
from steel and 
have a tempered 
steel encircling 
band. 


Also available 2 
dz. flat card or 1 
gross to box. 


Prompt delivery is assured. 
Write now for information. 


L. D. Van Valkenburg Co. 


Dept. M. HOLYOKE, MASS. : 
SERVICE QUALITY 





| The card is in col- 4 


which the _ bril- ¥ 





- - - for more details circle 158 on last £ 
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tell me more... 


about these 


This page is provided for your convenience. To obtain additional information on new products, trade literature and advertised products in this 
issue, simply circle the corresponding number on the perforated card belc fill in your name, business address and mail the card. 


ADVERT ISED PRODUCTS Burroughs Corp. -—— New ribbon pack- Imperial Methods Co - Filing supplies 


age — page 51. — page 54. 


101 Acco Products — Binder — page 18. C-Thru Ruler Co. — Scales, display — 


Koh-I-Noor Pencil Co. — Ball point pen 
page 64. 


102 Addo-x, Inc. — Adding machines, cal- — page 46. 


culators — page 6. — a Corp. — Carbon peper — tate Pend Gun. <~ Sahin Quai ien 
103 Advanco Products, Inc. —— Punchless , page 42. 
paper holders — page 59. Control Systems, Inc. — Calculators — 


page 48. Luxco, Inc. — Office chairs—page 55. 
105 American Crayon Company, The — 


Coloring materials — page 57. 22 Craftint Mfg. Co., The — Artists’ mate- Master Addresser Co. — Duplicating 


rials — page 8. supplies — page 63. 
106 Amplex Corp. — Desk lamp — page 


49. Davenport, A. C., & Son, Inc. — Bul- 


Melind, Louis, Co. — Seals — page 44. 
letin boards — page 38. 


107 Anco Wood Specialties, Inc. — Easels 
— page 58. Eaton Paper Corp. — Letter papers — 
page 4. 


Merriam, G. & C., Co. — Dictionary — 

page 37. 

108 Apex Business Systems —— Business ; 
forms — page 66. Ed-U-Cards Mfg. Corp. — Games — Pearl Engraving Corp. — Adding ma- 

page 68. chine — page 56. 

109 Applied Graphics Corp. — Drafting 
materials — page 65. Faber-Castell, A. W., Pencil Co., Inc. — Remington Rand Div. — Adding ma- 


Stick eraser — page 61. chine — page 45. 
110 Arrow Fastener Co., Inc. — Staplers— 


page 43. — Corp. — Ball point pens — page Rochester Ribbon & Carbon Co., Inc. — 


111 Bankers Box Co. — Record storage fil- on ane e “a Typewriter ribbons — page 40. 
: ; — ibson rt .—_— reeting car ix- : : 
me apna page 47. tures — page 41. Rogersnap Business Form — Business 
112 Baumgarten, Fred — Pencil sharpener ; forms — page 67. 
page 67. Gibson, C. R. and Co. — Baby record 
books — page 17. Royal Register Co. — Register forms — 


113 Bausch & Lomb Optical Co. — Magni- page 46. 


lobe- — He i 
fiers — page 34. Globe-Wernicke Co. Hanging fold 


ers — page 3. Sent ; 
: : ginaw Industries Co. — Steel store 
114 Bay Products Div. — Steel shelving and Glve-Fost Equipment Co., Inc. Sinem onan it 
shop equipment — page 50. Moistener — page 58. 
115 Bee Paper Co., Inc. — Drafting papers Graff, George B., Co. — Signals, map ie ss See ee 
— page 44. tacks — page 50. all pen assortment — page : 


116 Binney & Smith — Crayons — 2nd 


Hamilton Cosco, Inc, — Secretarial chair Scripto, Inc. — Ball point pen — page 
cover. 


— 4th cover. 61. 


117 Brush, John D., & Co., Inc. — Safes — Hunt, C. Howard, Pen Co. 


— Pencil 
page 66. 


sharpener — page 66. Continued on next page 
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PI oni cenninnecindensissnicontnnsinninaccninbin Position 
MODERN STATIONER ( ) Dealer ( ) Wholesaler ( Mfr's Representative 
Tell-Me-More Dept. ( ) Other 
Business Name 
Street Address 
Type Information City... 


Please Print or 


Simply circle the num- 
ber of the product or 
service you would like Advertised Products: 
to know more about, 
and drop this card in 
a convenient mailbox. 
No postage is needed. 


New Products: 1 2 3 4 5 6 7 8 9 10 11 12 13 #14 #15 16 
17 18 19 20 21 22 23 24 25 26 27 28 29 30 31 32 
33 34 35 36 37 38 39 40 41 42 43 44 45 46 47 





about these 


This page is provided for your convenience. To obtain additional information on w products, trade literature and advertised products in 
issue, simply circle the corresponding number on the perforated card below, fill your name, business address and mail the card. 


ADVERTISED PRODUCTS 


(Continued from other side) 


Seneca Novelty Co., Inc. — Rulers — 
page 46. 


Smith, E. Errett, Inc. — Party goods, 
gift wraps — page 63. 

Sterling Plastics Co. — Pencil sharpener 
— page 54. 

Stik-Tack Co. — Adhesive tape, discs 
— page 60. 

Tiffany Stand Co. — Office machine 
stands — page 62. 

Tuttle Press Co. — Party goods, gift 
wraps — page 55. 


United Cutlery & Hdwe. Prod. Co. — 
Security, cash and bond boxes —— page 
62. 


Van Valkenburg, L. D., Co. — Pencil 
clips — page 68. 

Vogel-Peterson Co. — Wardrobe rack 
and locker unit — page 68. 

Warshaw Mfg. Co., Inc., The — Filing 
supplies — page 13. 

F. Weber — Oil colors — page 56. 


World Publishing Co. — Dictionary — 
page 31. 

Eberhard Faber Pencil Co., — Pencils 
— 3rd cover. 

Olivetti Corp. — Portable typewriters 
— page 10. 


Joseph Dixon Crucible Co., — Pencils, 
markers, accessories — page 14. 


Minnesota Mining and Mfg. Co. — 
Typewriter cleaner — page 36 


Samuel Ward Mfg. Co.—Trave!l books 
page 65. 


Cushman and Denison Mfg. Co.—Mark- 
ing devices, clips — page 67. 


Heyer, Inc. — Portable printers — 
page 57. 


Tegre Sales, Co., Inc. — Marking de- 
vices — page 39. 


New Products 


Family Record Books 
Poster Paints 

Rotary Card Indexes 
Everyday Cards 
Trimmer 

Pull-down Globes 
Letter Opener 
Typewriter Cleaner 
Shelf Filing Truck 
Inventory Sheets 
Cloth-Marking Pen 
Portable Franchise 
Gift Wrapping 
Three Dimension Maps 
Layout Tapes 
Copying Machine 


Blueprint Measurer 


No 


Portable Typewriter 
Office Fence 
Shipping Room Tool 
Letter Stencils 

Wall Desk 
Underarm Case 
Loose-leaf Divider 
Molded Fiber Glass Chairs 
Coin Counting Kit 
Metal Tables 
Educational Records 


Office Carts 

New Desk Line 

Copying Machine 
Aerosol Platen Cleaner 
Magnetic Duplicator Ink 
Photocopier 

Magnifier 

Adjustable Leg Stools 
Payroll Envelopes 
Greeting Cards 

Doll Valentine 

Ball Pen Displays 

Art Spray 

Valentine Floorstand 
Personal File 

Hand Stencil Printer 
Cash Register 

Special Writing Instruments 


Business Atlas 


Postage 


Post St 
Will be Paid ear P 
by 


If Mailed in the 
Addressee United States 








To obtain additiona! 
information on new 
products, literature or 
advertised products 
described in this issve 
use this card, which is 
provided for your con 
venience. 


BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.&@R.,. DULUTH, MINN 
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GUA? ANTEED BY EBERHARD FABER 











DH MONGOL 452 em _filliaa 


aud Lorigh 


Customers save trips to the pencil sharpener with the new “F” (Firm) degree MONGOLS 
by EBERHARD FABER. Here’s the one degree lead that’s not too soft, not too hard—yet 
writes a rich black line and stays sharper longer. And to suit every writing need, 
MONGOLS come in all the popular lead degrees—very soft, medium, hard and very hard. 
The world’s finest graphite and clay make MONGOLS the finest lead pencil a few cents 
can buy! From Pink Pearl Eraser to smooth black point, MONGOLS are “pencil perfect” 
from end to end. 

Your EBERHARD FABER sales representative is the man to see about nationally 


advertised MONGOLS. Or write directly to EBERHARD FABER—your one source of supply 
for all writing needs. 


EF; EBERHARD FABER 
pili QualiG] in. writing 


Reg. US. Pat Off anc Other Co Wilkes-Barre, Pennsylvania-New York-Toronto, Canada 


- - - for more details circle 163 on last page 





LUSCH. ...good Chair 


to do business with! 




















@ For comfort at every turn, seat 
your customers in this popular 
Cosco secretarial chair. So many 
quality features at so small an in- 
vestment! Trim, smartly styled. 
All-steel. saddle-shaped seat cush- 
ioned with foam rubber. Comfort- 


Model 15-F contoured backrest padded with 


Secretarial Chair SD2O95 resilient Tufflex. Adjustments in- 


($31.95 in Zone 2)* clude height and depth of seat, 


and height and angle of backrest. 
Good looks. good performance 
and low cost make this Cosco 
secretarial a standout value... 


a mighty good chair for you to 


ie 
a 


Co do business with. 
| ae \y 


u . . . * HAMILTON COSCO, INC. 
18-TA, $49.95 20-LA, $29.95 23-L, $15.95 Comparable values COLUMBUS, INDIANA 
($52.45)* . ($31.95) * ($17.95) * in settees, sofas, 

chairs, tables. 


—3 


- - - for more details circle 133 on last page 
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